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SHEATHING - BADER 


Bermico forms a strong connecting link between the enterprising 
hardware merchant and his customer, the contractor. 






It binds them together in friendly and mutually pyofitable business Be 
relations. It breeds confidence in you, your business and induces ee 
your customer to purchase his complete list of supplies from you. 













Customers using Bermico are always satisfied and because of this 
will also give you their trade in other lines. : 
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= A Dead 
Agets; Customer Is 
~ Unprofitable 


This is one of the illustrations in 
our national advertising. We are 
making car owners appreciate the 
importance of brake lining and of 
buying the best and safest brake 
lining—Thermoid. 


Thermoid is the best because it 
is 100% brake lining. Other brake 
linings have friction surfaces but 
are friction-shy inside. Thermoid is 
cured under hydraulic compression 
into a solid substance of uniform 
density and contains 50% more 
material than the ordinary woven 
linings. It holds even though worn 


paper thin. Thermora 


Don’t trifle ~ORAUL COMPRESS 
with the lives of 7 


your customers 


— t h em Cannot be burned out nor 
Thermoid affected by oil, water, 


gasoline or dirt. 
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HYDRAULIC GOMPRESsep 
Brake Lining - 100% 


Our Guarantee: Thermoid will make 
good—or we will 


hermoid Rubber Compa 


TRENTON, N. J. 


Makers of Nassau Tires and Thermoid Garden Hose 
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Help Friend Farmer 
Decide Right 


It is to-your own advantage that the 
barn door_hangers you sell are “fitted 
for the job.” 


There are hangers and hangers. 
And if left entirely to chance, it is 
more than likely that the choice will 
prove worthless in service and conse- 
quently a decided drawback when it 
comes to repeat sales. 


“Big 4’ Hangers will gain you 
many a farmer handshake. They are 
extremely heavy and very simple in 
construction. Made entirely of steel 
with quiet running roller bearings; 
axles and rivets are sherardized to 
prevent rust. 


“Big 4” Hangers are easily attached 
and they always stick to the track. 


_Fresh stocks can be had on imme- 
diate factory shipments. 


National Mfg. Company 


Sterling - - - Ill. 
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PACIFIC NORTHWEST HARDWARE 
ASSOCIATION HOLDS MID- 
SUMMER MEETING 


Session in Seattle at the Same Time the Northwest Merchants 
Held Their Convention 















































Left to right: President Thomason, Secretary Lucas and Jack G. Nehrbas 


tains there is a group of live hardware men 

who not only attend the regular annual meet- 
ing of the Pacific Northwest Hardware Association 
in Spokane, but also take the time off to hold a 
midsummer session in Seattle. The meeting was 
held this year as usual on Aug. 17 and 18 in the 
assembly room of the Seattle Commercial Club at 
the Arcade Building. 

The Northwest Merchants were holding their 
third annual convention in the Commercial Club 
rooms at the same time and the sessions were so 
closely allied that a report of’ one necessarily in- 
cludes the other. Seattle was filled with business 
men from all over the western slope, there being 
nearly a thousand outside merchants on the Com- 
mercial Club’s registration lists. 

The amusement features of the week were in 
the competent hands of the Sales Managers’ Asso- 
ciation of Seattle and there was never any question 
as to their ability and willingness to entertain the 
visitors. The Northwest Merchants, as a conven- 
tion, held no formal sessions. Their meetings con- 
sisted of a series of luncheons at. which prominent 
speakers addressed the members on topics of gen- 
eral trade interest, the balance of the day being 
given over to private business and amusement.. The 


Qs on the west side of the Cascade Moun- 


merchants and manufacturers held an industrial 
fair at the roof garden on the top of the White- 
Henry-Stuart Building and all the Seattle jobbers 
held open house. 

President H. L. Thomason of Sandpoint called 
the hardware dealers to order at 9 o’clock Tuesday 
morning, and explained the nature of the session 
and the business to come before it. The meeting, 
he said, would be’ governed by no set routine, and 
there would be no regular or program addresses. 
The idea of the president being that this should be 
purely a dealers’ meeting where they could get 
together in a series of heart-to-heart talks, and 
thresh out any questions pertinent to the trade. 
By request of some of the members, Mr. Thomason 
then reported in detail the meeting of the National 
Association, which he and Secretary Lucas attended 
recently at St. Paul. He explained the workings 
of the Price and Service Bureau and urged the 
dealers to take advantage of its services. There was 
a general discussion in line with this subject after 
which the session adjourned until 2 o’clock. 

All the old timers—the wheel horses of the Pa- 
cific Northwest Association—were there in a body. 
C. E. Roberts of Bremerton. H. D. McMillan of 
Ephrata, John Raymer of Reardon, A. L. Callow of 
Elma and last but far from least, Jack Nehrbas, 











eo - = — — 2 a fi ~ ee OS > oe = re > —s ——e ae se - —s S oe = eee ee ewe Suita Sabie apo re 
i 7 : ; he re Be a i A a pm : srk B ,. Po an i re hy i es We 
a 


a te ne ge Ny ie ee Spe 





Sara 














68 


the hustling Seattle hardware man, were all in 
evidence at the Mixers’ Meeting in the hall after 
adjournment, and from there they all drifted to 
the Commercial Club dining room for lunch. 

The afternoon session opened at 2 o’clock, and 
was given over entirely to a discussion of the 
Mutual Fire Insurance Department of the Pacific 
Northwest Association. Secretary Lucas went into 
detail in regard to workings of the company, told 
of its success and explained the laws under which 
it was operated. 


Mail Order Competition 


The Wednesday morning session opened promptly 
at 9 o’clock and settled down to business at once. 
There was an animated discussion along the lines 
of mail order competition which brought out the 
fact that in various parts of the West there was 
considerable dissatisfaction among mail order 
house patrons in regard to the manner in which 
some of the concerns handled the matter of re- 
placing defective merchandise. During this session 
there were short talks by several of the Seattle 
jobbers along the line of the intelligent co-opera- 
tion of the wholesale and retail trade. The first 
speaker was J. F. Wilburn of the Whiton Hardware 
Company, who defined the duty of the jobber to the 
retailer, and outlined the policies which should gov- 
ern the business of each. He held that the mer- 
chant and the jobber had a common cause and faced 
a common enemy, and that the moral responsibility 
of the jobber should deter him from selling goods 
to those in direct competition with legitimate re- 
tail dealers. He directed attention to the fact that 
Sears Roebuck was just completing a large building 
in the city of Seattle and that its builders already 
deemed it too small to accommodate their business. 
This, he said, should spur dealers on to stronger 
efforts to obtain and hold trade. Mr. Wilburn also 
took up the subject of handling automobile accesso- 
ries in the hardware store, and advised the dealers 
to carry this line. He claimed that nearly 40 per 
cent of all the money spent in the State last year 
went to pay for automobiles, their upkeep and ac- 
cessories. .A good accessory stock, he said, could 
be installed at an expense of from $500 to $800, 
and it would pay as well as any line in the mer- 
chant’s stock. It would also broaden the lines of 
the dealer’s business and help to convince the cus- 
tomers that the retailer was in position to take care 
of his wants. He closed his talk with an appeal to 
the retailer to make use of the advertising matter 
sent him by the manufacturer, and to allow no 
stamped envelopes to go out carrying letters only. 

Mr. Wilburn was followed by Mr. Freidenthal of 
the Schwabacher Hardware Company, who spoke 
of the jobbers as the friends of the retailer, ready 
at all times to aid in any legitimate way, in build- 
ing up the retail business of the country. The 
meeting then adjourned and the members attended 
the Sales Managers’ luncheon in the club dining 
rooms, where they were addressed by Governor 
Ernest Lister on the subject of patronizing home 


industry. ‘There were also several short talks on 


“Store Management” and “Fire Insurance Point- 
ers.” 


Petty Jealousy 


The afternoon session convened at 3 o’clock and 
opened with an address by Secretary Simmons of 
the Washington State Merchants’ Association. Mr. 
Simmons declared that petty jealousy was the worst 
enemy of the retail trade. Lukewarm merchants 
were designated as a detriment to any business 
organization, and he suggested the reheating of 
several he had bumped into recently. He strongly 
advised the thorough reading of trade papers, and 
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the asking of questions of the editors which would 
result in the discussion of any new problems of 
general interest to merchants. Mr. Simmons also 
explained the workings of the new State law in 
regard to the garnishment of salaries of municipal 
and State employees, and strongly advised against 
the granting of credit to any one without first get- 
ting references and verifying them. “Co-operate 
intelligently,” he said, “to obtain results. Don’t 
pass resolutions. ACT. By unanimous action you 
can do anything legitimate.” The trading stamp 
evil and the co-operative stores also came in for a 
few hot shots at his hands. He claimed that the 
object of most co-operative stores was merely the 
selling of capital stock, and cited one instance in 
Seattle where such a concern is incorporated for 
$700,000 and does not carry a cent’s worth of mer- 
chandise. He spoke in favor of turning down all 
free deals and advised the retailer to forget his 
grouch and correct the trade evils by intelligent 
action. 

Mr. Simmons was followed by L. S. Soule of 
HARDWARE AGE, who spoke briefly along the trade 
paper lines and the assistance which a good trade 
paper could be to the merchant who made use of 
it. Trade paper editors, he said, would welcome 
any inquiries from merchants along subjects of 
interest and would gladly give space to answering 
questions along any lines of general mercantile 
interest. 


Bankruptcy Law 


The balance of the session was utilized in dis- 
cussing the contents of the question box. The 
action of the bankruptcy law was first taken up 
and after an interesting discussion the action of 
the National Hardware Association in regard to 
repealing the national bankruptcy law was indorsed 
by the convention and the secretary was instructed 
to notify the national secretary of the action. The 
new Clayton act came in for its share of attention, 
and Secretary Lucas advised the members to read 
Elton J. Buckley’s recent article in HARDWARE 
AGE on “The Legal Phase of the Mail Order Prob- 
lem” which, he said, would answer most of the 
questions asked concerning the law. 

The question of jobbers selling goods to con- 
tractors and the splitting of profits with building 
and contracting firms was also brought up for dis- 
cussion. Jack Nehrbas, the recognized leader of 
the West Side Dealers then took the floor on the 
subject of the working of the Washington Lien 
Law, and if the makers of that measure could have 
heard Jack’s arraignment there would be a repeal 
at a special legislative session. On suggestion of 
A. L. Callow, :a committee was appointed to meet 
with a like committee of the jobbers’ association for 
a comparison of retail and mail order prices. E. E. 
Lucas of Spokane, J. W. Lipscomb of Seattle, and 
Ted Callow of Elma, were appointed to act on this 
committee. 

There was some discussion in regard to having 
evening sessions at the next mid-summer conven- 
tion, and the opinion of the members in general 
seemed to be that the hardware dealers should hold 
the 1916 session at a time when there were not so 
many other attractions on.tap in the city. 

The Northwest Merchants held over for a couple 
of days after the hardware sessions closed, and 
most of the hardware men stayed out the week. 
The convention was voted one of the best in the 
history of the association, and as Secretary Lucas 
crawled into his machine for the trip back to 
Spokane he acknowledged that there was only one 
place in the world that was in the class with 
Seattle as a convention city. You can guess where 
that city is. 








SALESMANSHIP AT SARANAC LAKE 


Business Building Suggestions from Geo. L. Starks & Co. 
By THE ASSISTANT MANAGER 
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George L. Starks & Co., of Saranac Lake, N. Y., use leaves effectively in the bottom of this attractive window 
display of hunting and camping supplies 


York State where thousands of folks go for 
good associations and thousands of others 
follow for week ends. It’s one of those places where 
tired city folks seek pleasure and find it without 
a guide. They land at Saranac Lake the first time 
with but little idea of what they are going to do, 
how they are going to do it or what it shall be 
done with. Then they come in contact with 
Starks’, Geo. L. Starks & Co., and they learn more 
about the fun possibilities of the Saranac Lake 
district in a ten-minute talk than could be learned 
from the guide books in a week’s study. 
Goin’ huntin’? It was a question and at the 


G "yore s LAKE is up in that part of New 


same time a suggestion that adorned a show card 
in one of their windows last fall. The bottom of 
that window was covered with leaves. Not store 
leaves or stage leaves bought with the window 
trim supplies, but native grown Saranac Lake 
leaves gathered in the outskirts of the town. Their 
window trimmer knew good material when he saw 
it. He knew that nothing could beat leaves for 
the foundation of the thing he wanted to build. 

George W. Finnegan is a good example but the 
wonder is that with such a distinctly Irish name 
George didn’t use green leaves. Guess it must 
have been that his window trimming instinct said 
“No, Finnegan, dead leaves will make the livest 
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A “Starks” suggestion that it is high time to have the stove department ready for action 
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This June bride suggestion window gives the modern girl credit for things denied her by the papers which seem 
to think that college and business are two forces which grind the love of housework out of a girl’s system 


window.” Then George went ahead and finished 
his trim. He didn’t use over twenty-five items but 
he placed them on leaves before a scenic back- 
ground in such a manner that he caught business 
before it fairly landed in town and then treated 
it so well that it wanted to come another year. 
There are a lot of hardware window trimmers who 
can use George Finnegan’s dope. In the name of 
all that’s holy don’t put your hunting supplies in 
a window where the bottom is covered with brown 
wrapping paper. Go out to the edge of the town, 
creep up on a flock of dry native grown leaves and 
fill your sack. It’s great material. 


June Brides Given Credit for Brains 


June brides, according to Finnegan, are much 
maligned. They are given cut glass and silverware, 
fancy bowls and bric-a-brac ‘until you would think 
the whole world took it for granted that they were 
going to take light housekeeping rooms and defy 
dyspepsia with delicatessen dope. The papers pub- 
lish enough stuff about business girls who don’t 
know the A B C’s of cookery to discourage most 
dealers in housewares, but Finnegan knows that a 
bevy of the best looking girls around Saranac Lake 
can cook circles around their mothers and behind 
the bold statement, “Suggestions for June Wedding 
Gifts” he shows a girl in‘a kitchen dress who looks 
better to most fellows than all the fluff and feath- 
ers that ever held the center of the stage at a 
church wedding. That June bride window is some- 
thing worth copying. Save this picture. Next 
June is only a matter of ten months away and if 
your community is the normal healthy place in 
which a hardware store should be located there 
are a heap of girls and a solid rank of young men 
who will do some tall thinking, and some good 
buying where they see it.. Then you will also land 
a lot of sales where the goods do not go into the 
Hope Box. Think it over. Finnegan’s idea and 
Finnegan’s arrangement ought to work for a lot of 
us. Just take a peek through the screen door at 
the right. See that refrigerator on the porch? 
Great stuff, isn’t it? 


Local Preparedness and National Defense 


The stove season is on right now. Every hour 
brings us nearer the morning when rush orders 
for heat producers and plumbers will warm up the 


telephone wires. The dealer whose stock is not in 
shape for the rush has either forgotten past ex- 
periences or is building up a heap of trouble for 
himself. If our well-shined samples are not ready 
for inspection and for display it’s high time we 
held a conference and opened a can of polish. Hold 
the meeting on the back platform and use a heat- 
ing stove for a pulpit. Emphasize your remarks 
by using a Maydole on the crate and impress your 
meaning by mixing polish and elbow grease until 
those samples shine like creation morn. Right now 
this country is crowded with those who yearn and 
yelp for national defense. We’re with them. We 
want sixteen-inch coast defense guns and enough 
ammunition to take us through at least a week’s 
fight. I know a cuss right now who is talking 
national preparedness from sun-up until the road 
houses close for the night, but his store samples 
are rusty and dusty. That chap’s a hot air artist. 
He doesn’t practise what he preaches. We don’t 
want to be in his class. That’s one of the reasons 
why we are going to take a hunch from this 
splendid window of Starks and back it up with a 
glistening line of samples that will inspire desires 
galore in the old home town and a selling helper 
in the boys who open the pay envelopes in our 
place. A man can’t talk stoves either gently or 
convincingly if he has to rip the original packing 
off his sample and it’s hard to convince even a 
favorably inclined customer that the best heat 
radiator in the country is kept in a back ware- 
room when the frost is on the pumpkin and the 
chill is on the ground. 

Ready? You bet your life we'll be ready. That 
stove department is going to take on an activity 
that will set the town thinking. Then we’re going 
to do some stove advertising both in our windows 
and in the local newspaper. We know this should 
have been done already but we have been so busy 
boosting for national preparedness that we just 
forgot that time and tide refuse to wait. We're 
awake now and on the job. Thanks to Finnegan, 
we know it’s stove time and that stock of hods, 
boards, pipe, wire elbows and andirons is going 
to make a grand rush for the opening left in every 
home when the flue stop drifts from its summer 
mooring, and the storm sash is brought down from 
the attic. In ten days we will be ready for the 
invasion. Let it come hard. We can use the money. 
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DOING 
TO 
WINSLOW 
SKATES 


By ROY F. SOULE 


stamp broker and buy the stamps necessary 
to purchase a new item of hardware I am 
impressed with the fact that he is a long-headed 
Hebrew. His shop is about as big as an abbrevia- 
tion and when three people are in it at one time 
it is crowded. I have been there about twenty 
times and the place is always full. Sometimes 
there are customers and always there are young 
fellows selling him coupons—the coupons people 
sell for a song—the coupons people won’t save— 
the coupons given to a public who neither ask for 
nor want them. These are collected from a great 
variety of sources and brought to this young broker 
who buys them at his own price and sells them to 
consumers at prices which permit them to buy all 
sorts of hardware at about 55 per cent of the 
standard retail prices. 
In reading a coupon premium catalog this week 
I came across an old friend. It is the product 
of one of the oldest and best skate manufacturers 
in America. I concluded to buy and for $1.10 se- 
cured enough coupons to get a pair of skates like 
the one illustrated at the top of this page. 
Thousands of hardware merchants are selling these 
skates. A leading dealer in New York City pays 
$1.37 for the No. 475 Boys’ Winslow Ball Bearing 
Skate which is the same as the one illustrated. 
These are among the most popular boys’ roller 
skates and they are worth every cent asked for 
them by the regular trade. Made of high quality 
materials they have been as carefully constructed 
as skill and money could make them. The hard- 
ware merchants of America have been justly proud 
of such a product in their stock and have sold it 
for many years to customers who demanded the 
best. 
It is a shame that there exists in this country 
a method of distribution which makes possible a 
cut price on such goods. It is a pitiful fact that 
after a manufacturer has put into his goods every- 
thing that will place those products on a high 
plane of. approval with the trade that their high 
standing should be assailed by those whose methods 
of distribution permit prices to the public that are 
unknown in regular and legitimate channels. 


FY stax time I go back to that coupon trading 


Premium stamp distribution to-day stands in front. 


of this factory throwing mud at the windows. I 
feel sure that the splendid body of business men 
who are making Winslow skates do not want their 
goods to be used as a publicity catspaw. It is cer- 
tain that this reputable manufacturer does not put 
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the last ounce of care and quality into its goods 
in order that one small distributor may cut and 
slash prices to the detriment of all other dis- 
tributors. 

Trading stamps made it possible for a consumer 
to buy this pair of No. 475 skates for $1.10. 
Trading stamps represent an additional cost be- 
tween the manufacturer and the consumer. Trading 
stamps weaken salesmanship and wither a dealer’s 


initiative. I sincerely hope they will never gain 
a foothold in the retail hardware stores of 
America. 


Rechlin Objects to Third Party in 
Trading Stamps 


Bay City, MICH. 


It is with great pleasure that we are noticing 
your editorials against the trading stamp and cou- 
pon systems, but we wish to express our views in 
combatting with this so-called evil. 

You will, no doubt, give us a little valuable space 
in your magazine, which will reach more merchants 
than we could ever try to reach through the mail. 

We have carefully read all the different letters 
and arguments, why merchants should avoid them, 
but we wonder whether the idea of having nothing 
to do with them is the correct way of combatting 
against this so-called evil. We are very much op- 
posed to the giving of stamps to drawing contests, 
raffles, etc., but we believe it only fair and just 
to give a man ag Gillette razor after he has handed 
you $100 in cash, at different times. Many times 
he might have gone somewhere else, or sent to the 
catalog house, but his aim and desire to get the 
razor made him loyal to you. 

Some merchants suggest in their arguments an 
appeal to brother merchants to take it up with the 
manufacturer not to sell to the trading stamp com- 
yanies. We think this is absolutely wrong. We 
would like to ask every merchant what he would 
rather consider: that the manufacturer refuse to 
sell the catalog houses, or that the manufacturer 
sell his merchandise cheap enough to the mer- 
chant, that he can compete with the catalog houses? 
Surely every merchant would take the latter. Now 
then, why not compete with the united trading 
stamp companies the same as you compete with the 
catalog houses? Meet them on the same basis, give 
the liberal premiums they do, give your own mer- 
chandise, issue your own catalog, put the profits of 
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the unredeemed stamps in your own pocket, or if 
this would be made a national proposition, put the 
enormous profits in the general fund, which we 
assure you would be no small amount. 

Most merchants misunderstand the meaning of 
giving premiums. It js not giving your customer 
anything for nothing. It is giving your customer 
2 per cent of your advertising fund (we say 2 per 
cent because that is about the amount it costs us, 
as our merchandise is figured on a re-sale value 
of 3 to 5 per cent) that would otherwise be paid 
to some advertising scheme, or newspaper, which 
no doubt would give you some business and pub- 
licity. But, would $1,000 in newspaper advertising 
give you as much business and profit as $1,000 in 
good salable merchandise, distributed among your 
best customers who have paid cash, or who have 
paid their accounts promptly? 

Which is better, to charge about 5 pér cent every 
year to profit and loss for accounts not paid, or give 
away 5 per cent in merchandise, thus getting some 
advertising and your money on account. 

Therefore, we believe that our catalog system is 
the only correct way of combatting with the trad- 
ing stamp proposition. The catalog idea in itself 
is a splendid business builder, as it contains only 
serviceable merchandise taken from your stock. It 
makes the customer, who in the first part of our 
letter received a $5 razor for $100 in trade, know 
in advance what he could get. 

This is a great advantage over the stamp com- 
panies premium parlors, or the individual mer- 
chant’s own premium department. The old idea of 
making a customer come to your store and see 
what he can get is done away with because people 
will not visit them unless they have $50 or $100 in 
tickets to redeem, but under the catalog system 
they can see what they can get, thus making them 
save, and buy more to attain what they are after. 

The issuing of coupons for every $10 worth of 
tickets, according to our idea, gives every merchant 
a complete mailing list of his best cash customers 
and those who pay their bills promptly, as every 
coupon check must be indorsed by the customer. 

What merchant has a complete mailing list of 
his cash customers? We would say none. We all 
have a list of our credit customers, but our cash 
customers, the best customers in the world, re- 
ceive none of our attention, unless you adopt the 
idea that we now have in force. This alone is 
worth the price of your yearly premiums, as then 
you can send circulars, bargain sheets, advertising 
matter, etc., to the people who really are your best 
patrons, thus saving you hundreds of dollars in 
useless advertising, work and stamps. 

The only way to compete with the catalog houses 
is to buy as cheap as they do, and then you can 
meet their prices, and show your local customer 
that you can sell just as cheap as the catalog 
houses; therefore, the only way to fight the stamp 
evil is to give your own merchandise, issue your 
own catalog, allow the people to purchase your 
coupons and redeem your merchandise, and in every 
way adopt the condition of the united stamp com- 
panies, then you will receive the same profits the 
stamp companies now enjoy. 

As not all merchants in the United States are 
troubled with trading stamp companies in their 
localities, as a suggestion, if you would insert a 
postal card in one issue of HARDWARE AGE, and ask 
that it be filled out by those hardware dealers who 
have trading stamp concerns in their locality, you 
would get an idea where trading stamp competi- 
tion is keenest, and our plan would work success- 
fully there. 

We are very much interested in this campaign 
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among the live hardware merchants. We, of course, 
naturally believe our plan the best, but we are 
willing to learn and are willing to consider, and are 
willing to help any suggestion or any favor that 
your valuable magazine or any hardware merchant 
may give to us. 

Thanking you very kindly for your valuable 
space, which we assure you will be greatly appre- 
ciated by us, as well as other interested hardware 
merchants, 

Respectfully yours, 


RECHLIN HARDWARE COMPANY, 
By W. C. Rechlin, Treasurer. 


Trading Stamp Brokers Active 


SCHINKEL Bros. 


BROOKLYN, N. Y. 
To the Editor: 

I have read with much interest your article on 
“Trading Stamp Prices on Razors and Brushes” 
in your issue of Aug. 26. 

This reminds me very much of an incident which 
happened a few days ago. 

A local trading stamp broker called at our store 
and offered us Gillette razors at $2.70 each, blades 
for the same at 55c. per doz.; Ever Ready razors 
at 50c.; Colgate’s 25-cent shaving sticks at $1.50 
per doz. Yours truly, 

GEORGE A. SCHINKEL, 
SCHINKEL BROS. 


WILLIAM GRIESER, who was for thirty years connected 
with L. H. Mace & Co., became identified with the 
Arlington Refrigerator Company, Arlington, Vt., on 
Aug. 7. Mr. Grieser has often exhibited at the Pennsyl- 
vania and Ohio Retail Hardware Association annual 
exhibits and he states that he will be present at more 
of these exhibits in the future. He has arranged to 
establish his office and showroom on the sixth floor 
of the New York Furniture Exchange, where he will 
look after everything in the Metropolitan district and 
a entire territory from New York to the Pacific 

oast. 


H. C. WISEMAN, president of the Springfield Hard- 
ware Company, Springfield, Ohio, is absent on a six 
weeks’ vacation trip to different points in Canada. He 
will stop enroute home at Boston, New York and other 
places. Mr. Wiseman has the unique honor of having 
served the Ohio Hardware Association as president 
for three different terms, and at all of the association’s 
conventions he takes an active part in the business 
matters. 


H. L. USHER, for the past nine years connected with 
the Pacific Hardware & Steel Company, and for the past 
four years manager of its New York office, has resigned 
and accepted a position in the sales department of the 
Oliver Iron & Steel Company of Pittsburgh. Mr. 
Usher will cover the eastern territory, and will spend 
the greater part of his time in New York City and 
immediate vicinity. 


C. M. Power, general sales manager, Standard 
Chain Company, Pittsburgh, has closed a contract 
with the Lighthouse Department, Tompkinsville, N. Y., 
for its chain requirements for the fiscal year 1915, 
which ends June 30, 1916, amounting to 1,000,000 Ib. 
This is all high grade chain. 


JOHN H. WILLIAMS has taken over the roller skate 
business carried on by M. C. Henley under the name 
of the Henley Roller Skate Company, Richmond, Ind., 
for the past 33 years, which he will operate under his 
own name. 

















STORES WHERE ACCESSORIES PAY 


A Trio of Live Hardware Merchants Who Have Taken Up This 






‘Line and Find. it Profitable 
By WILLIAM M. BOSTWICK, JR. 

















Exterior view of the store of J. M. Warren & Co., Troy, N. Y. 


HE rapidity with which hardware men are 

¢ establishing automobile accessory depart- 

ments is no longer a matter of speculation. 

The live hardware merchant has taken up this 

line so energetically that the dealer who is not sell- 

ing motor accessories and supplies is fast becom- 
ing the exception. 

In almost any fair-sized city. or town one can 
walk into at least one progressive hardware estab- 
lishment which is stocking motor accessories and 
making a good profit on them. 

A good example of how well accessories fit in 
with hardware is found in the store of J. M. War- 
ren & Co., Troy, N. Y. This firm began selling 
automobile accessories three years ago, and it now 
carries horns, bumpers, tire accessories, socket 
wrench sets, speedometers, dash clocks, tires, tubes, 
oil and grease guns, lubricants, pumps, goggles and 
many other necessary items for the automobilist. 

Although this firm has not yet established a sepa- 
rate accessory department, such a venture is being 
contemplated and it is likely that the company will 
launch this department in the near future. 

J. M. Warren & Co. is a very large concern, han- 
dling a full line of hardware in all its branches, as 
well as iron and steel, housefurnishing goods, con- 
tractors’ and boat supplies. The firm occupies two 
large four-story buildings running back to a dock 
frontage on the Hudson River. 

In conversation with a representative of HARD- 
WARE AGE recently, one of the salesmen of the 
Warren company spoke enthusiastically of automo- 
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bile supplies. He said that they had steadily proved 
to be profit producers and that his firm had never 
for an instant regretted stocking them. J. M. 
Warren & Co., besides doing a retail business, also 
handle automobile accessories as jobbers, and their 
experience in both retailing and wholesaling these 
goods has been most satisfactory indeed. 

The illustration which is reproduced herewith 
shows an interior view of the Warren establishment 
and gives the reader a good idea of how this firm 
displays accessories in their show cases. Besides 
this, many of the regular hardware items used by 
automobile owners are found in the stock, and these 
are in other departments. 

The Warren company uses frequent newspaper 
publicity, as well as attractive window displays, to 
boost the sales of accessories and its experience, 
covering three years in this line, is that accessories 
are goods which not only induce people to come 
into the store but sell them when they do come in. 


A Massachusetts Dealer’s Experience 


Another store where the representative of HARD- 
WARE AGE found enthusiasm about automobile acces- 
sories was the Peirson Hardware Company of Pitts- 
field, Mass. Frank E. Peirson, treasurer of the 
company, is the active spirit behind the accessory 
department. Mr. Peirson has one and a half years’ 
merchandising experience with automobile goods 
and he certainly hasn’t any fault to find with them. 
They have been a great source of profit from the 
time they were first stocked, and the firm is con- 
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Interior view of the store of J. M. Warren & Co., Troy, N. Y. 


templating an enlargement and remodeling of its 
quarters this fall to permit of establishing a sepa- 
rate department’ for them. 

Although not believers in newspaper publicity, 
the Peirson Hardware Company has a plan which 
for them has proved very successful. Five months 
ago this company commenced the publication of a 
store paper, and it uses this medium for giving 


publicity to its special sales of accessories and hard- 
ware, as well as a means of keeping the Peirson 
Hardware Company before the people of Pittsfield, 


Mass. There are about 1000 automobilists in Pitts- 
field, and the company recently mailed a circular 
letter to each of them, the subject being a leading 
brand of lubricating oil. An instance was cited 
in the letter where a car lubricated with this oil 
had been run 6000 miles, and when undergoing an 
overhauling an examination of the cylinders of the 
motor was made, and it was found that practically 
no carbon deposits existed. This letter, with its 
pleasing statement of facts, brought people into 
the store who the company knew positively had 
never before appeared as accessory buyers, and 
enough lubricating oil was sold in the next three or 
four days to convince the firm that its circular 
letter had scored a decided hit. The new store 
paper just successfully passed its fifth issue, 3000 
copies being run for each number. 


A Good Way to Handle Manufacturers’ Advertising 
Matter 


The Peirson Hardware Company makes the best 
possible use of advertising matter furnished by 
manufacturers. This is filed away by a clerk in 
the store and it is alphabetically classified, so that 
it is readily available when it is needed. This 
method is a pleasant contrast to many hardware 
stores where manufacturers’ sales helps, circular 
letters, envelope stuffers and similar advertising 
literature are neglectfully shoved in some dark 
corner to see the light only when there is a spring 
house cleaning. 

Supplementing the publicity derived from the 
publication of its house organ, the firm mails out 
1000 circular letters monthly. In doing this the 
city directory of Pittsfield is employed. A sten- 


ographer selects a thousand names, working one 
month from the back of the directory and the other 
month from the front, and in this way every person 
in Pittsfield gets one or two letters from this store 
each year. 

Letters of all sorts, statements, and in fact all 
correspondence, is accompanied by some circular 
matter. The value of this practice is well illus- 
trated by an instance which Mr. Peirson related to 
the writer. In one of the statements sent out by 
the company there was also a circular featuring a 
piece of woodworking machinery. This circular 
came into the hands of a customer who, not sus- 
pecting that the Peirson Hardware Company sold 
machinery of this character (it being a large and 
rather heavy machine) had been planning to buy 
it direct from the manufacturer or through a mail- 
order house. But upon reading the circular he 
called at the Peirson Hardware Company and was 
informed that although the company did not carry 
these machines in: stock they could get one quickly 
for him. The machine was sent for and when it 
arrived the purchaser took it, and this little deal 
netted the company enough profit to more than 
convince them that mailing out the circulars of 
manufacturers paid richly. 


Stocking One Standard Line 


As far as possible the Peirson Hardware Company 
sticks to the policy of stocking one standard line. 


- This is followed out not only with accessories, 


where the firm handles one standard line of tires, 
etc., but with lubricating oils, paints, varnishes and 
other goods. Mr. Peirson says he has found from 
experience that where two or three lines of goods 
are stocked it means more or less incomplete stocks 
of any one brand. Consequently when a customer 
calls for something which is not in stock the mer- 
chant must try to do the best he can by substituting, 
a process which rouses the customers’ distrust. 


A 300 Per Cent Increase in the Accessory Department 


The Peirson Hardware Company does not experi- 
ence much trouble from garage competition, as it 
supplies all of the local garages with accessories. 
As stated by Mr. Peirson, this department was the 
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only one in the store which showed a satisfactory 
increase in a year of rather depressing business 
conditions. This increase, roughly speaking, is 
about 300 per cent, and naturally, these progressive 
Pittsfield merchants feel proud of the remarkable 
showing they have made in the accessory field. Their 
advice to hardware men is to start in as soon as 
possible in a small way, and branch out as their 
customers’ demands increase. 

Cut prices are unknown in the Peirson establish- 
ment. This firm does not believe in price-cutting, 
and it is a striking example of how a merchant can 
thrive without buying business. 

When a customer comes into the store and inquires 
for some accessory which is not in stock, his inquiry 
is tabulated. This gives a ready reference index 
of what to buy. The company’s policy is to have 
all items in stock which are in demand, or to get 
them in time for the purchaser, if possible. This 
quick-service policy enables them to offset mail- 
order competition, and it has been the means of 
preventing much Pittsfield cash from finding its 
way into the coffers of the Chicago catalog houses. 


A Wide-Awake Amsterdam Store 


The third of the trio is the Amsterdam Hardware 
Company of Amsterdam, N. Y. This concern has 
handled automobile accessories for about one year, 
and it is greatly pleased with the results shown by 
this department to date. Some of the items carried 
are tires, tool kits, horns, spark plugs and numerous 
other standard accessories. The Amsterdam Hard- 
ware Company does not experience any serious com- 
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Entrance to the store of the Amsterdam Hardware 
Company, Amsterdam, N. Y 


petition in its accessory department, as most of the 
neighboring garages are not carrying accessories to 
any extent. The firm occupies a three-story build- 
ing on the main business thoroughfare of Amster- 
dam and the spick-and-span condition of this estab- 
lishment is the first thing that strikes one upon 
entering the store. The firm handles a standard 
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line of tires and tire accessories. The tires are 
placed in a rack located at the rear of the second 
floor where they are readily accessible. 

For publicity Amsterdam’s two newspapers, one 
morning and one evening, are utilized. This firm 

















Frank E. Peirson, treasurer of the Peirson Hardware 
Company, Pittsfield, Mass. 


has satisfied itself that accessories certainly do 
pay, and it is adding to its stock steadily as the 
department grows. A salesman of the company, 
in speaking to a representative of HARDWARE AGE, 
informed him that he thought the accessory de- 
partment an extremely profitable venture, and that 
the experiences of this company could not be char- 
acterized otherwise than most favorable. 

The three stores which were visited by the repre- 
sentative of HARDWARE AGE were picked out at 
random, and he walked into them casually without 
even notifying the merchants of his intended visit. 
The opinions given by these merchants are honest, 
helpful views. 

The writer also visited a good many firms who, 
although not carrying accessories, were either con- 
templating adding the line or thought favorably of 
it. Too many people in the hardware business are 
sitting back and thinking about adding accessories 
instead of getting up and doing it. The experiences 
of so many dealers are convincing—these are plain 
facts. ._ It’s up to every hardware merchant to go 
out and get the business that actually belongs to 
him and which he can handle just as well, and in 
most cases better than anyone else. 

Accessories are not intricate, technical items as 
some people seem to think. The merchandising of 
them is just as simple as selling hardware when 
the proper study has been given to the subject. A 
careful investigation of this field will yield a sur- 
prisingly large dollar harvest. 




















AN ALLOWANCE AS AN 






ADVERTISEMENT 


New Methods of Allowance Advertising 


By GUY HART 


been practically unrecognized in the business 
world. This advertising because of its sig- 
nificance is called “Allowance Advertising.” 

A satisfied customer is inevitably a walking ad- 
vertisement. A dissatisfied customer is invariably 
a walking antagonist who consciously or uncon- 
sciously inflicts indiscreet injuries on a merchant 
and his business. To attract attention to your store 
and retain the patronage of the people once at- 
tracted, calls forth the utmost ingenuity of the mer- 
chant. To gain the confidence of the people both 
in and tributary to the city in which you are doing 
business, requires profound study of local condi- 
tions and clever execution of strictly honest busi- 
ness principles. Once the curiosity of your prospec- 
tive customers is sufficiently aroused for them to 
visit your store, a sale and their future patronage 
depend entirely upon the merchant and his organ- 
ization. 

Convincing advertising material is usually the 
key note to the majority of initial visits to your 
store from prospective customers. A return visit 
is certain if the merchant is courteous, and is able 
to gain the confidence of his customers and to con- 
vince them of his honesty. Unfortunately many 
merchants do not realize the importance of school- 
ing themselves in the art of originating attractive 
and forceful advertising material, and of carefully 
studying the characteristics and traits of each indi- 
vidual customer, thus making each customer uncon- 
sciously reciprocal to the extent of receiving his un- 
biased co-operation in adopting ‘mutual tests before 
condemning or demanding reparation for an unsat- 
isfactory article. 


IT been is a branch of advertising which has 


Allowance Requests Deserve Immediate Attention 


The amicable adjustment of differences and the 
replacing of imperfect merchandise is frequently 
the most adequate form of advertising a merchant 
can adopt. Every merchant contemplates the ex- 
penditure of some certain restricted amount of 
money each year for advertising. The amount to 
be thus expended is governed by the volume of 
business transacted and the results likely to be 
obtained therefrom. Allowance advertising, as al- 
luded to here, covers all cash refunds on unsatis- 
factory merchandise and the value of such articles 
as are used to replace in entirety imperfect articles 
not replaced by the wholesaler. Both meritorious 
and questionable requests for an allowance on un- 
satisfactory merchandise will frequently be brought 
direct to a merchant by a customer for adjustment. 
The employees will refer numerous requests for al- 
lowances to him for his consideration and decision. 
In every instance the merchant must be extremely 
alert to dexterously and diplomatically protect his 
interests from undue imposition from spurious cus- 
tomers. Each request for an allowance, regardless 


of its nature, deserves his immediate attention and 
consideration. 
Every discontented customer is not necessarily 
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entitled to an allowance. Nevertheless, each plea 
is worthy of the merchant’s attention and he must 
be sagacious.in his discrimination of claims for an 
allowance. When an unsatisfactory article is 
brought to your attention, permit the customer to 
state his grounds for dissatisfaction. If examina- 
tion of the article reveals inferior qualities or im- 
perfections which justify a claim for an allowance, 
settle at once on the most liberal basis possible. 
In so doing, create the impression that you are the 
loser and the customer is receiving his just re- 
muneration. After hearing the customer argue his 
points for dissatisfaction, thoroughly examine the 
article and if nothing detrimental is found, the 
psychological moment for a little clever maneuver 
has arrived. Casually change the subject to some- 
thing of mutual interest, and endeavor to convince 
the customer of your desire to give value received 
and stimulate his confidence in the merchandise on 
your shelves. Lead your customer by inductive 
reasoning to participate in the revelation of your 
business methods. Incite questioning of such a 
nature as will require a seemingly confidential 
answer. Discuss the characteristics of your organ- 
ization and take particular pains to point out the 
unexcelled qualities of the wares which you know 
the customer is interested in. Refrain from laud- 
ing personal accomplishments, but never miss an op- 
portunity to praise any act of a customer. Extol 
their virtues and prudently work on their vanity. 
Always study faces and, if possible, learn the name 
of every person who enters your store; thus you 
will enable yourself to greet these people in a cordial 
manner, whether you meet them on the street or in 
your store. Always magnify the esteem in which 
you hold their business and your appreciation of 
their individuality. Nothing is so gratifying to a 
person as to walk into a store and be greeted there 
by his own name. This form of etiquette should 
never be overlooked. 


New Methods of Allowance Advertising 


Many merchants have recently adopted new and 
unique methods of allowance advertising. These 
merchants comprehend their business in all of its 
details. By careful observation and study of the 
human race they perceive the best course to pursue 
in influencing and satisfying their customers and 
prospective customers. Employees of such mer- 
chants are instilled with enthusiasm and confidence 
and have an ardent devotion to progressive and 
honest business methods. The merchant instructs 
his employees to be extravagant in the recom- 
mendation of an article which a customer or 
prospective customer shows the least sign of inter- 
est in. However, a large number of customers 
and prospective customers are susceptible to the 
entreaties of a fluent talker and an enthusiastic 
clerk; nevertheless, such clerks should be extremely 
prudent not to exert undue influence upon a pro- — 
spective buyer and to sell him an article he does 
not need. Necessities are the articles to vigorously 
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endeavor to sell. How far to extend the extrava- 
gant praise and recommendation of an article is a 
serious problem, of which every merchant and his 
employees should make a profound study. 

The merchant who adopts the allowance advertis- 
ing feature has an abundance of confidence. He is 
certain that if his wares are given an equal chance 
and his business methods clearly understood he can 
satisfy the most fastidious of customers. The con- 
summation of the first sale is uppermost in these 
merchants’ minds, and they adopt enthusiastic and 
extravagant recommendation of their wares as the 
most logical method of making an jnitial sale. If 
the first article sold does not come up to expecta- 
tions, the customer returns the-article with a state- 
ment of his grounds for dissatisfaction. The mer- 
chant then has his strongest advertising feature 
(allowance advertising) to amicably adjust the mat- 
ter. By judiciously making an allowance on or re- 
placing an unsatisfactory article, the result is a 
staunch business friend, a permanent customer and 
a walking advertisement which is seldom equalled 
but often underestimated. Excessive dickering or 
refusal to replace an unsatisfactory article auto- 
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matically works to your detriment; and all other 
kinds of advertising could not efface the damage 
done nor regain the patronage of the customer so 
affected. Extravagant praise and recommendation 
of a staple article frequently makes a sale, where 
modesty and careful selection of words of praise 
would not. If such articles are returned to you 
as unsatisfactory, you can by personal contact with 
your customers adjust the difference; and the fu- 
ture patronage of the customer is assured. If the 
initial sale had never been made, you would not have 
had an opportunity for even trying to convince a 
person of your ability to serve him to his entire 
satisfaction. 


Importance of an Initial Sale 


Therefore, we cannot over-emphasize the impor- 
tance of making an initial sale nor can we over- 
exaggerate the value in following these methods 
suggested for dealing with the American public. 
We, in our business, have tried out allowance ad- 
vertising and find it to be very successful. We 
personally recommend it to you for your considera- 
tion. 





HINT of the rapid progress 

being made in developing 
a market for American mer- 
chandise in the Orient, may be 
inferred from one of the many 
window displays of the Amer- 
ican Hardware & Plumbing 
Company, Manila, Philippine 
Islands; New York offices, 50 
Broad street. From a_ small 
basement store and a_ very 
limited stock, this business has 
grown to over $1,000,000 in dis- 
tribution annually, almost en- 
tirely American goods. 

That the native Filipino him- 
self is improving the great op- 
portunities open to him since 
the American occupation is ap- 
parent when his present condi- 
tion is compared with that of 
almost four centuries under 
Spanish domination before 1898. 

This display was improvised 
by Senior Esteban Conui, one of 
the company’s floor salesmen, 
who also has charge of the 
trimming of 105 running feet 
of store front show windows. 

Senior Conui is a full-blooded 
Filipino, has been with the com- 
pany since the establishment of 
the business in 1900 and at that 
time was unable to speak Eng- 
lish. Likewise he knew noth- 
ing about hardware or window 
trimming. Today the officers of 
the company say he is one of 
their best Filipino inside sales- 
men. 

Mrs. C. Kendergan, who is in 
charge of the housefurnishing 
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Conui. The trimmings included 
dog chain, safety chain, pad- 
locks, wire netting, etc., and 


various household sundries. 

The costume was worn at the 
1914 Philippine Carnival last 
February and won first prize 
for an exhibit of this character. 
After the carnival the dress was 
turned over to Senor Conui, who 
devised a dummy figure with 
false face and wig, on which he 
draped it for show window dis- 
play. 

A casual glance at the various 
articles exhibited is indicative 
of the diversity in goods these 
primitive people are learning so 
quickly to buy and use. 

In the Far East and the Far 
West minds run more or less in 
the same channels, as shown by 
the display made in the window 
of Rudolph Heyse, Colorado 
Springs, Col. 

This window trim doubtless 
attracted more attention to the 
Rudolph Heyse store than the 
milliners of that city were able 
to attract with their displays of 
more practical head dress for 
women. 

Ruggles of Red Gap, whose 
knowledge of feminine headgear 
was demonstrated by his fre- 
quent assertions that Klondike 
Kate certainly knew what to put 
on her head, would probably ad- 
mit that Mr. Heyse knows what 
to put on a pudding pan or an 
aluminum kettle to make that 
article look like an importation 
from Paris. 








department, had the costume 
which we illustrate made, aided 
by the suggestions of Sefior 


Dummy figure in dress trimmed with 
hardware 


As a milliner Mr. Heyse is ver- 
satile. He fashions bows of 
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Pudding pans and aluminum kettles that look like importations from Paris 


equal attractiveness from sheet tin or crepe paper, 
and his “stick-ups” vary from _ steel wool to 
dish mops. 

In a letter which accompanies the picture Mr. 
Heyse says: 


“The ‘Millinery Display’ I generally have about 
once in every two years, and each time I think 
that this will be the last one, but I have so many 
inquiries for another one that they must attract 
great attention, and thus are worth while.” 





Coming Hardware Conventions 


THE NATIONAL HARDWARE ASSOCIATION and the 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION JOINT ANNUAL CONVENTION, Atlantic City, 
N. J., Oct. 18, 14, 15. Headquarters, Marlborough- 
Blenheim, for both associations. F. D. Mitchell, 
secretary-treasurer, American Hardware Manufac- 
turers’ Association, and T. James Fernley, secre- 
tary-treasurer, National Hardware Association. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Dec. 7, 8, 9, 1915. 
W. B. Porch, secretary, Mustang. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morganstown, W. Va. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 1, 2, 3, 4, 
1916. Headquarters, Lindsee Hotel. Nathan Rob- 
erts, secretary, Lincoln. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
~ 3, 4, 1916. E. C. Warren, secretary, Mitchell, 

« D. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point. 

NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 


‘VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 


A. J. Scott, secretary, Marine City, Mich. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. 
H. O. Roberts, secretary, Minneapolis, Minn. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton 
Building, Spokane. 


Trade Journals—The Greatest 
Force in Business Progress 


b lage most powerful factor in industrial and com- 
mercial development during the past generation 
or more has been our trade journals. They have 
rapidly increased in importance in every field of 
endeavor, and no other class of publications is read 
as thoroughly and earnestly as our trade journals. 

It may be said that trade journals are a defined 
and finely adjusted implement of the twentieth cen- 
tury progress that automatically selects and attracts 
only the interested and eliminates all others. It will 
be noted, like other economic conveniences, special- 
ized publications are unappreciated and discredited 
by some, but to the constituency which they seek 
to aid they go modestly and noiselessly along and 
greet their readers with a radiance of intelligence 
because they are one of the standards of education. 
—Woodworker. 





WHY THEY SELL MOTOR ACCESSORIES 






More Letters to the Editor of Hardware Age Praising Automobile 
Supplies—Individual Records of Successful 
Salesmanship 


ECORDS of business achievements such as the 
kR letters which HARDWARE AGE is publishing 
each week cannot be ignored. They claim 
the earnest attention of every hardware merchant, 
no matter whether he has added this profit-produc- 
ing line or not. These letters are not airy argu- 
ments without substantiation. They are cold facts. 
They tell of obstacles met and surmounted, and 
therein lies their value. 

A hardware man may say to himself, “Accessories 
are all right, but in my town it’s different.” See 
if it is. Read these letters carefully and see if you 
do not find the experience of at least one mer- 
chant who has downed the obstructions which were 
approximately the same as yours in the path toward 
greater profits. 

Of course it is useless to embark upon any new 
venture without proper consideration and prepara- 
tion. The man who does this is foolhardy. But, 
after a careful survey of the general situation in 
your town and an investigation of the local garages, 
a small stock of accessories can be put in with 
reasonable assurance that they will find a ready 
sale. 

The merchandising of accessories is the same 
story as selling hardware. It’s simply a question of 
knowing the goods you sell, buying right and con- 
servatively, and using the same forceful salesman- 
ship which turns over your hardware stock. 


Has Sold Accessories Since 
January 


NEWBURGH, N. Y. 
To the Editor: 

We have been handling automobile accessories 
both at wholesale and retail since January of this 
year, and so far we are pleased with the results. 
Sales have steadily increased, and as the demand 
has grown we have added to the stock, so that to-day 
we have probably four times the stock of motor 
accessories on hand that we had when we started 
this department. 

Of course we have put in a certain amount of 
extra work; we have paid out money for circular- 
izing the car owners and the dealers, for newspaper 
ads, etc. In short, we took advantage of every 
opportunity to get the trade coming our way—and 
it’s coming very satisfactorily. 

We have talked with hardware dealers who have 
given the subject of stocking automobile acces- 
sories and supplies some consideration, and with 
others who have put in just a few “odds and ends” 
in this line. Owing to the fact that the number 
of articles on the market in the automobile acces- 
sories line is so great and almost unlimited, causes 
a great many dealers to hesitate about tackling the 
proposition, and unless the dealer has had some 
experience or has some pretty fair idea about what 
items to stock and what to avoid, you cannot blame 
him for hesitating. But if the dealer will stock 
staples (leaving novelties and specialties alone until 
experience in the line will show him just how far 
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to go), and will display the goods properly and 
make some effort to let the car owners know what 
he is doing, he will be pleased and satisfied with 
the results. 

Yours truly, 


THE JOHN G. WILKINSON COMPANY, 
Mark Reeks, President and 
Treasurer. 


Stocked Accessories Two Months 
Ago 


COHOES, N. Y. 
To the Editor: 

We are unable at just this time to say much 
in regard to the automobile accessories and supply 
business, having been less than two months in 
this line, starting off with a very conservative 
stock. When we have had inquiries for the differ- 
ent articles in this line, we have made note of it, 
and if there seems to be a demand of any size 
for these articles we have stocked them, but we are 
very careful as to the size of our purchase. 

We feel that the hardware store is going to be 
the right place for the automobile trade, as a great 
many of the goods demanded by the car owner 
have been carried in stock for a great many years 
previous to the advent of the motor car. 

So far we feel very well satisfied with the amount 
of business we have done in the accessory line, 
and we are now installing a free air system in 
connection with our business and we feel that this 
will be a means of drawing the car owner to our 
place of business. We feel that at the end of the 
year we will be better posted in regard to the 
profit end of this line, and we will be only too glad 
to give you our experience at that time. 

| Yours very truly, 


SCOTLAND & MUNRO, 
W. K. MuNRoO. 


Feels That Hardware Man Will 
‘ Control 


: HACKETTSTOWN, N. J. 
To the Editor: 

We are handling a fairly good line of automobile 
accessories, but up to the present time this has not 
been very satisfactory, due to the fact that there 
are so many automobile houses that sell to the con- 
sumer direct at practically the same price we are 
compelled to pay for similar goods. 

I feel, however, the time will come when a hard- 
ware merchant will be able to control this busi- 
ness as mail-order business is not satisfactory, and 
a man would prefer to pay a trifle more to get what 
he wants, get it when he wants it, and know what 
he is getting when he gets it. 

Yours respectfully, 


WILLIAM A. HOFFMAN. 














































Te ee ee ene : 








80 


Sells Only Tires and Tubes 


SHELDON, IOWA. 
To the Editor: 

During the past year we have sold tires and 
tubes but no other automobile accessories to 
speak of. 

We are rather in an unfortunate situation to 
take up the sale of accessories as the largest 
garages here are big buyers from us in the hard- 
ware line and we do not care to lose their trade to 
take up the accessory line. 

We are however having a splendid trade in tires 
and tubes, and they have paid us a handsome profit, 
although we are handling them on consignment. 

The firm from whom we buy these goods shipped 
us what we thought we could handle in the spring 
and we have mail-ordered several times since then 
for more stock. 

Were it not for the way things are here we 
should not hesitate to put in a full line of automo- 
bile accessories, as the writer sold these goods on 
the road for four years and we know what we could 
do with this line. 

R. G. LUBBERS HARDWARE COMPANY, 
R. R. LUBBERS. 


Has Sold Automobile Accessories 


for a Number of Years 


MANCHESTER, N. H. 
To the Editor: 


We sell automobile accessories and have done so - 


for a number of years. We aim to have a mini- 
mum stock of about $2,000 at inventory Jan. 1, in- 
creased naturally during the season so that this 
amount is doubled at periods. 

We find the business pays good profits, except 
on tires. Tire stock is necessary, we think, to 
complete the line. 

Hardware stores will be the final outlet for this 
growing business. Respectfully, 

MANCHESTER HARDWARE COMPANY. 


Will Handle Next Season 


WOODLAND, WASH. 
To the Editor: 
We have carried very little in accessories thus 
far, but intend to do so next season. 
| Very truly yours, 
Stee 1 WOODLAND HARDWARE & 
LUMBER COMPANY. 


Will Continue the Line 


CATSKILL, N. Y. 
To the Editor: 

We put in a stock of tires and accessories last 
spring, and so far we are pleased with the showing 
this department has made. We expect to continue 
the line. 

Yours very truly, 


CATSKILL HARDWARE COMPANY. 


Added the Line This Spring 


AUGUSTA, ME. 
To the Editor: 

We added to our list of goods this spring a stock 
of automobile accessories and have been pleased 
with the results on this new line of goods thus far. 

Yours very respectfully, 
MALCOLM & DYER COMPANY. 
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Handles Automobile Tires 


SPRINGFIELD, MASs. 
To the Editor: 

We have added automobile tires to our wholesale 
business and find we are growing steadily. We 
have a few other small things that belong to the 
automobile in the way of quick-repair kits, etc. 

This is all we have added in the way of automo- 
bile accessories. We have felt for some time that 
the wholesale hardware dealer was the proper chan- 
nel to handle this line. We remain, 

Yours truly, 
CHAPMAN & Brooks COMPANY. 


Gradually Getting Into the Line 


7 FLEMINGTON, N J. 
To the Editor: 
We do not handle a full line of automobile sup- 
plies, but we are gradually getting into them. In 
a small town with four garages we can sell them, 
almost as many as owners might buy. We do not 
handle gasoline as we want no Sunday business. 
We are putting in the best advertised goods as it 
pays. Yours very truly, 
J. P. BODINE & SONS. 


Recently Started Carrying 
Accessories 


SMYRNA, DEL. 
To the Editor: 

I have but recently started keeping automobile 
accessories, therefore I cannot give a very intelli- 
gent report, but I am impressed that it opens up a 
very attractive addition to the hardware business. 

Yours very truly, 
WILLIAM FAIRIES. 


Have Handled Accessories for a 
Year 


HOLYOKE, MASs. 
To the Editor: 

We have handled automobile accessories for 
about a year. Our experience is not sufficient as yet 
to make any comment. We do, however, feel that 
this line does belong to the hardware trade. 

: Yours very truly, 
J. RUSSELL & Co. 


A Very Profitable Line 


BERLIN, N. D. 
To the Editor: 
We handle automobile accessories and find them 
a very profitable line. We stock a few tires and 
mud chains and keep a line of smaller articles in a 
showcase which is used for that purpose only. 
Yours very truly, 
BERLIN HARDWARE & IMPLEMENT COMPANY. 
A. C. JOHNSON. 


Thinks He Will Have to Add 


Accessories 


BIDDEFORD, ME. 
To the Editor: 

I have not as yet handled any automobile acces- 
sories, but I think the time is coming when I will 
have to. 

Yours truly, 
GEORGE A. ANTHOINE. 





THE MAN BEHIND THE COUNTER 


Good Management Assures Harmony 


In contrast with the conditions that have been 
mentioned is the manner in which we work in the 
hardware department of the Copper City Commer- 


Harmony a Factor in Successful 
Merchandising 


To The Man Behind The Counter: 


Where the best results are to be obtained the 


manager and the salesmen should work in utmost 
harmony and face the day’s problems with a united 
front and a determination to overcome all obstacles 
that may arise. Such is the working spirit of 
the salesmen and manager of our department. At 
the sound of the eight o’clock gong we are ready 
for the day’s business, and we believe that our best 
efforts should be put forward for the interests of 
the department, the store, and the accommodation 
of our patrons. 


Overbearing Manager Ruins Salesforce 


Such a spirit should be in evidence in every hard- 
ware department, but frequently it is sadly lack- 
ing. For illustration I have in mind the working 
conditions and the salesforce of a hardware store 
here in Montana a few years ago, where conditions 
should have been ideal. However, instead of those 
conditions the manager and the salesmen were not 
working in harmony. And why? At first, at least, 
not from lack of loyal support from the salesmen, 
but because of the belittling attitude of the man- 
ager toward them and their customer friends, who 
would have nothing to do with him on account of his 
overbearing manner. Besides, when discussing con- 
ditions with any one salesman, he would invariably 
belittle the efforts of the others. The salesmen 
soon got wise to the manner in which he was trying 
to create trouble among them, and the result was 
lack of interest both in serving the public and in 
the welfare of the department and the department 
soon became a losing proposition. 


The Salesmen Lose Heart and the Manager Loses His 
Position 

How much better it would have been if the man- 
ager had spoken words of encouragement and com- 
mendation instead of always finding fault. There 
could be but one result under the conditions that 
have been described—the men lost interest and 
heart in their work and failed to give the manager 
the support that was necessary and the manager 
was finally relieved of his position. It would have 
been much better for him if he had conducted af- 
fairs so as to have had the united support of his 
salesmen, for there are many ways in which an 
employee can be indifferent and still appear to be 
on the job. 


81 


cial Company, Anaconda, Mont. I am honest in 
the statement when I say that under present condi- 
tions I do not believe there is a more congenial and 


ideal hardware store to work in anywhere in the 


country. Conditions are as near perfect as it is 
possible to have them; the manager and salesmen 
form a happy combination. We all try to do our 
full duty from the manager down; and all work in 
harmony for results and not merely to put in the 
time and draw our salaries. 


How Everybody Pulls Together 


The question arises as to how to obtain the best 
results from a working force, for therein lies the 
secret ‘of the success of the department. A perfect 
understanding and harmony between the manager 
and his men is essential, of course. Then, we fol- 
low the rule that should hold good in all stores that 
where regular customers prefer a certain man to 
wait on them, and are willing to wait until that 
man can give them his undivided attention, we 
make it possible for that man to give the customer 
his attention at once, rather than to keep him wait- 
ing. In this way we sometimes overcome the 
prejudice some customers may have against certain 
salesmen. 

Then, there are customers that none of us like 
to wait on yet we never lose sight of the fact that 
business is what we are after, and we try to be 
courteous to all patrons. 

Yours very truly, 
J. A. JOHNSON. 


Get Together ! 


JUST want to add a word of commendation 
to the thought that Mr. Johnson has ex- 
pressed: Get together! There is nothing that the 
whole retail hardware trade needs to-day more than 
that one thing. It is needed in stores, in local asso- 
ciations, in State associations, even in the National 
Association. There are many dealers who are 
working together with their fellow dealers in these 
association matters and they are getting ahead. 
There are thousands of others who are not paying 
any attention to what these associations are doing 
and they are being left a long way behind. 


A Store Without Harmony a Poor Place to Trade 
Nothing is more disgusting to a customer than 
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to be in a store where the salesmen don’t pull to- 
gether. When there are evidences of antagonism 
between two men, or when one man shows that he 
has no interest in something the other is doing, 
the customer begins to feel like an interloper. He 
wishes that he had gone to trade where the em- 
ployees had learned a little courtesy while they 
were learning hardware. . 

In our own store we have adopted a slogan 
“Courtesy First.” This does not simply mean that 
we are to be courteous to the people who come 
there to trade. It means that we are placing 
courtesy before everything else. It means that we 
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will be courteous to each other as well as to the 
people to whom we are paid to be courteous. If 
this is done the store must be a harmonious place, 
and the customer will soon find it out. 

One thing to remember is that no matter how 
valuable you may be as a salesman, if you are a 
disturber, if you create dissension, the harm that 
you do more than offsets the value of your ability. 
Personally, I had rather employ a mediocre sales- 
man who could keep himself in tune with har- 
monious conditions than to have a “humdinger” 
who was always stirring things up. 

THE MAN BEHIND THE COUNTER. 





Kentucky Firm Uses Excellent 
Catalog System 


OWENSBORO, KY. 
To the Editor: 

I read with interest an article in the Aug. 19 
issue of HARDWARE AGE by Robert T. Gebler, in 
which he urges the building of a business library 
and the proper arrangement and handling of cata- 
logs. As buyer for W. A. Guenther & Sons I have 
found it essential that in the arrangement of cata- 
logs for convenience in reaching or finding them 
quickly that they be placed in groups pertaining to 
their respective lines as far as possible. We cater 
to the public for special things which are not gen- 
erally found in hardware or other stocks and find 
inquiries for many odd things like a shooting gal- 
lery outfit, an electric tattooing outfit, a baby 
racket, special surgical instruments, special pieces 
of furniture, special clocks, jewelry, druggists’ 
sundries, special tools, special metals, odd machin- 
ery, pumps or some other thing, so our large 
library of some ten thousand catalogs and pam- 
phlets aids us very much. 

This means some system and some work in ar- 
ranging, numbering, indexing, classifying, etc., and 
we handle it this way: 

Catalogs arranged in groups as follows: 

Nos. 1 to 99, Guns, pistols and ammunition; 
Nos. 100 to 199, Fishing tackle, tents, camp sup- 
plies; Nos. 200 to 299, Knit goods in bathing suits, 
sweaters, baseball, foot ball, leather goods, canvas 
goods; Nos. 300 to 399, Cutlery, glass and china- 
ware, silverware; Nos. 400 to 499, Tools for me- 
chanics; Nos. 500 to 599, Forges, blacksmith tools, 
heavy hardware and so on. 

We have one index covering the most important 
classes in shelves near the buyer’s desk. One in- 
dex covering catalogs on shelves further away and 
one index covering small pamphlets too small for 
shelves but pertaining to similar lines in the vari- 
ous groups. These are put in large envelopes and 
are entered and numbered on the outside of the 
envelope. The pamphlet is also numbered and the 
envelopes are placed in drawers about 12 in. wide, 
15 in. high, in a case of seventy drawers. Each 
drawer is numbered. A pamphlet in the gun group 
will be put in envelope A-No. 1, Drawer No. 1. 
Next one would be in A-No. 2, Drawer No. 1 until 
that envelope is full. Then another envelope would 
be marked B, so you would know which drawer 
and which envelope in that drawer to look for and 
the number of said pamphlet. If cutlery, put it in 
No. 4. Tools in drawer No. 5 and so on, or guns 
and tackle could go in drawer No. 1 and each 
drawer number would coincide with the larger 
catalogs of the same classification. Cutlery in No. 
8; tools in No. 4; forges in No. 5. 

We cannot remember all our catalogs, nor what 


they contain, but by classifying them we can find 
many of the more prominent ones instantly with- 
out the index and in looking for a certain item 
we find eight or ten catalogs containing possibly 
the item wanted and can pull them all out at one 
time without searching in our buyer’s index. 

We of course have several buyers such as 
T. A. B. Hendricks, Thomas, Iron Age, Automo- 
bile Sporting Goods, Plumbing and other direc- 
tories which classify the articles and give us the 
names of the manufacturers. We then weed out 
old catalogs when new ones come in and in ab- 
sence of new prices with new catalogs we put the 
old price list to the new one and write for new 
discounts or net prices, so we are prepared to make 
a price on almost anything wanted and take many 
an order which pays 50 to 100 per cent on these 
specials. 

My price clerk who enters up prices also keeps 
up with the catalogs and audits invoices as to 
freight allowance, correct discounts or net prices 
at which the goods were originally purchased. I 
also have a special stock book or two of them which 
are a great help in keeping up with stock pur- 
chases, prices, etc. 

If this is of any value to your readers I am glad 
to be of service to them. 

Yours truly, 
A. B. GUENTHER. 


Foremen of the Stanley Rule & 
Level Company Enjoy Outing 


Too Foremen’s Club of the Stanley Rule & Level 
Company, New Britain, had a most enjoyable 
outing at Beach Park, Clinton, Conn., recently. 
They left Middletown on the Connecticut River, 
aboard the steam yacht Bohemian at nine in the 
morning. The yacht was a most commodious craft, 
supplied with every convenience, as well as an 
orchestra of several pieces, including piano, violin, 
cornets, etc. 

When they arrived at their destination they were 
fully prepared to do justice to the excellent dinner 
served at 1 o’clock at the Casino Hotel, after 
which a ball game, races, bathing and other recrea- 
tions were indulged in until time set for departure 
at 4 o’clock. 7 

At the business meeting following the dinner, 
eight new members were elected to the club’s rolls. 

Among those present were A. W. Stanley, presi- 
dent of the company; J. M. Burdick, superin- 
tendent; E. A. Schade, master mechanic; H. J. 
Cook, assistant superintendent, and H. P. Richards, 
designer. In all about twenty of the foremen made 
the trip; and such occasions are looked forward 
to by the men in pleasant anticipation and remem- 
bered with the one regret that they do not come 
more often. 











No More Laughing 


§ appre see A. EDISON, while praising German thor- 
oughness, said: 

“German thoroughness is going to prolong this war. 
We Americans used to smile at Germany. We thought 
her thoroughness was funny—like the father’s—but we 
will never smile in this way again. 3 

“The father I refer to was John Jones. His wife sent 
to school one morning a note that read like this: 

“‘Dear teacher—Please ixcuse Johnny to-day. He 
will not be at schol to-day. He is actink as timekeeper 
for his father. Last night you gave him this iximple, 
if a field is 14 miles square how long will it take a 
man walking three miles an hour to walk twice around 
it? Johnny ain’t no man, so we had to send his daddy. 
They left early this morning, and my husband said 
they ought to be back late to-night, tho it would be hard 
going. Dear mum, please make the nixt problem about 
ladies, as my husband can’t afford to lose the day’s 
work. I don’t have no time to loaf, but I can spare 
a day off occassionally better than my husband can. 
Resp’y yrs. Mrs. Jones.’”—Philadelphia Bulletin. 


The Pleasures of Youth 


Dg lve school teacher once put this question to 
her pupils: 

“Which would you rather have—three bags with two 
apples in each bag, or two bags with three apples in 
each bag?” 

“Three bags with two apples in each bag,” was the 
surprising answer given by one lad, while the rest of 
the class was struggling with the problem. 

“Why, Harry?” 

“Because there’d be one more bag to bust!”—Ez- 
change. 


A Low Trick 


WOUNDED soldier explained his grievance to his 
nurse. . 

“You see, old Smith was next me in the trenches. 
Now, the bullet that took me in the shoulder and laid 
me out went into ’im and made a bit of flesh-wound 
in his arm. Of course I’m glad he wasn’t ’urt bad. 
But he’s stuck to my bullet and given it his girl. Now, 
I don’t think that’s fair. I’d a right to it. I’d never 
give a girl o’ mine a second-’and bullet.”—Kansas City 


Star. 


Thoughtless 


66 OUR honor,” said the arrested chauffeur, “I tried 

to warn the man, but the horn would not work.” 

“Then why did you not slacken speed rather than 
run him down?” 

A light seemed to dawn on the prisoner. “That’s 

one on me. I never thought of that.”—Case and Com- 


ment. 


Nothing New 


REPORTER was interviewing Thomas A. Edison. 
“And you, sir,” he said to the inventor, “made 
the first talking machine?” 
“No,” Mr. Edison replied; “the first one was made 
long before my time—out of a rib.”—Tvt-Bits. 


83 


Spendthrift 


é “rr manager of my store,’”’ declared the merchant 

to a little coterie of friends, “is a peculiar 
genius. Why, would you believe it, when he draws his 
weekly salary he keeps out only $1 for spending money 
and sends the rest to his wife in Indianapolis!” 

His listeners—with one exception, who sat silent and 
reflective—gave vent to loud murmurs of wonder and 
admiration. 

“Now, it may sound thin,” added the speaker, “but it 
is true, nevertheless.” 

“Oh, I don’t doubt it at all!” quickly rejoined the 
quiet one: “I was only wondering what he does with 
the dollar!”—Exchange. 


One Way Out 


F gpensons time back, while a certain general was in- 

specting a regiment just about to depart for new 
quarters, he asked a young subaltern what would be 
his next order if he was in command of a regiment 
passing over a plain in a hostile country, and he found 
his front blocked by artillery, a brigade of cavalry on 
his right flank, and a morass. on his left, while his 
retreat was cut off by a large body of infantry. 

“Halt! Order arms, ground arms, kneel down, say 
your prayers!” replied the subaltern.—Tit-Bits. 


Life’s Bitterness 


‘Ho INTS ‘on courtship abound. Every magazine 
will tell you how to win a wife. Anybody 
will gladly post you on the etiquette of love-making.” 
“What’s on your mind?” 
“But after a man marries he has to shift completely 
for himself.”—Pittsburgh Post. 


A Fair Start 


66 HY do you object to my marrying your 
daughter?” 
“Because you can’t support her in the style to which 
she has been accustomed all her life.” 
“How do you know I can’t? I can start her on 
bread-and-milk, same as you did!”—Tit-Bits. 


Safety First 


66 | 2 get you know, Johnny, that if you refuse to 
strike back there can’t be any fight with Tommy 
Bifkins?” 
“Yes’m,” replied the small boy. “There wouldn’t be 
any fight. Tommy would have it all his own way and 
I’d get a plain licking.”—Washington Star. 


A Convert 


ADY (interviewing girl)—“I may tell you that we 
are vegetarians.” 
Girl (anxious to be hired)—“That’s my church, too, 
mum.”—Boston Transcript. 


ANY a man deludes himself with the idea that he 
was born to command, and then goes off and 
gets married.—E xchange. 


Flattery is the salt we sprinkle on the tail of vanity. 
—Exchange. 
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Co-operation 


HERE are few more significant and in- 
teresting incidents of the times than 
the frequent efforts to develop some 

sort of co-operative organization among the 
retail hardware dealers. It originates from 
the human impulse that no man lives to him- 
self alone, and pulling together is in general 
better than pulling apart. In the beginning 
it assumes the best and most practicable 
form when it endeavors to eliminate unrea- 
sonable competition, and one into which per- 
sonal feeling and too often personal spite 
has been injected, so that instead of having 
senseless cut prices the determining factor 
it becomes a matter of respective salesman- 
ship and service. 

Unfortunately there is too little attention 
paid to this, the most important end of any 
business, and too much thought to buying 
which is often the lesser moment of the two. 
It is assumed from analogy that what the 
growers of fruit and vegetables successfully 
accomplish in the marketing of their prod- 
ucts can likewise be applied with equal suc- 
cess to the buying of hardware. In such con- 
sideration however two difficulties appar- 
ently escape notice. First that the efforts 
of farmers’ co-operative associations are di- 
rected solely to the sale of their products, 
and secondly that fruits and garden truck 
are a comparatively simple proposition, 
while hardware as a whole is a very compli- 
cated one. 

It is also taken for granted that what is 
accomplished by such chains of stores as the 
Rexall Drug Stores and the United Cigar 
Stores can be duplicated by a combination 
of hardware dealers. But here again the 
manufacturing feature is the thing of pith 
and moment in the chains of stores and this 
is obviously impossible in the hardware line. 
The idea of dealers co-operatively buying in 
large quantities to secure wholesale prices is 
a most fascinating one, but as events have 
shown a most illusory one. And the reasons 
are not far to seek. In the beginning it in- 
volves a complicated organization and ex- 
pense, for it cannot be done simply and eco- 
nomically, if it is to be done right. The cost 
involved by this complicated organization 
eats up a large part if not all of the saving 
in prices. 

Likewise it rarely,if ever, gets the genuine 
co-operation of the manufacturers whom ex- 
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perience has taught that as a whole they 
can most profitably and naturally distribute 
their goods through jobbers to the benefit in 
general not only of the manufacturers them- 
selves but the retailer as well. 

Then again the usual form of such buy- 
ing lacks the essential element of success and 
in fact the basis of the principles involved, 
that of mutuality. The plan is generally 
inaugurated by some outsiders whose prin- 
cipal interest is that of having employment 
and a job, and who in the real sense are pro- 
moters and not principals drawn from the 
ranks of those interested. What conse- 
quently happens is what generally happens 
when a board of directors in a corporation 
makes its interest the whole show and that 
of the stockholders merely a side show. So 
naturally these plans, while tried constantly 
in the past, have had a brief existence and 
then died out. It is not that the principle 
of co-operation is in itself faulty or erroneous 
but that so far it does not ever seem to have 
had a trial along the lines of placing first the 
genuine interests of those most interested. 
There has been too much promotion for the 
ultimate profit of a few individuals and too 
little control by those who put up the money; 
too little chance for participation by them 
in anything but the losses. So far an im- 
partial study of the situation seems to war- 
rant the belief that if the real soundness of 
the principle is to be fairly tested it must be 
along different lines. 

The value of the service now rendered by 
the modern jobber cannot be overlooked in 
the balance. Any co-operative plan to show 
a net advantage, cannot simply offer some- 
what lower merchandise costs as a substi- 
tute for valuable service. To show a net 
gain, it must add whatever value there may 
be in co-operative buying to all that is now 
available and of value in the service ren- 
dered by the best jobbers. 


Receiving the Food of Starving 
Mexico 


HE Red Cross agents’ official report on 
conditions in the City of Mexico con- 
tains some startling statements. Twen- 

ty-five people are dying of starvation every 
day in that once great city. These people 
are coming to their deaths every twenty-four 
hours because they have been robbed of their 
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food. The corn and wheat and meat that 
should have been theirs has been shipped to 
the United States by Villa and Carranza to 
be exchanged for rifles and cartridges, or to 
be placed in banks in the United States 
against the day when these temporary rulers 
shall slip across the border seeking the pro- 
tection of the Stars and Stripes. 


There is plenty of irony in that statement. 
Think of the United States with its world 
record-breaking crop receiving across its 
southern border the foodstuffs of a starv- 
ing people. Then think of the day when the 
human butchers who have brought about 
such a condition shall seek the protection of 
our flag, and we know they will do it for 
outlaws of their type have done it recently. 

And while Mexican food flows freely across 
the line the American Red Cross in the 
City of Mexico pleads with Mexican blood 
drenched leaders for permission to ship 
through a train load or even a car load of 
food for the women and children. 


Corn is 2400 per cent higher in the mar- 
kets of the City of Mexico than it was a 
year ago; beans are 2200 per cent higher; 
sugar has advanced 940 per cent, and other 
food products have gone beyond the reach 
of those who need food most. Twenty-five 
people died of starvation in the City of 
Mexico to-day. Twenty-five more emaciated 
wrecks of men, women and helpless children 
will die to-morrow for lack of food, and the 
prospect is for an increased daily death 
average from this most pitiful cause as the 
days go by. These days murder, robbery, 
anarchy and starvation seem to be the only 
“Mexican products” within the reach of all. 
Human life is one of the few “commodities” 
that have not advanced in price. In fact the 
stock tricklers in the Mexican capital are 
gushing with the blood of her people, but it 
is a thin starved blood, and the price is 
down. 

Officially we are at peace with Mexico. 
Practically we are killing her people by 
the score every day. The present con- 
dition is food for thought. Is it worse to 
kill quickly by gun fire, or slowly by starva- 
tion? Is it nearer the American idea of a 
square deal to meet the Mexican brigands in 
the open field, or to completely crush her 
helpless ones via the starvation route? 


As long as we are killing Mexicans by the 
score every day why not do the killing where 
it will do Mexico and America the most 
good? 

This sounds like a brutal question, but it 
is stimulated by facts, and we should have 
no hesitancy in answering it. 

We started in at Vera Cruz for a salute 
to the Stars and Stripes. We cleaned out 
the town, but didn’t get the salute. Then 
we cleared out of the town. Perhaps it was 









Some of the other countries 
of America hardly agreed with our attitude 


for the best. 


then. To-day they heartily agree that Mex- 
ico needs purging. It is a disagreeable job, 
but whose duty is it? 


The Danger of Wealth 


IGNOR LUZZATTI, formerly minister 
S of finance for Italy, speaks the solemn 
truth when he states that Europe is 
in danger of monetary absorption by the 
United States unless extraordinary measures 
are taken immediately. The American ex- 
ports over imports for the first seven months 
of 1915 already approximate one billion dol- 
lars. The English pound sterling last Sat- 
urday commanded the lowest equivalent in 
our money that foreign exchange experts can 
recall—$4.6214—or some twenty-four cents 
below its usual value. On Sunday $44,000,- 
000 in gold and gilt-edged securities passed 
through the streets of New York on the way 
to one of our great banks to bolster up the 
price of English money. 


This huge amount was on the last leg of 
a long journey. It is reported to have been 
brought to a Canadian port in an English 
warship. It is the second great shipment 
of gold in the past few weeks, yet the pound 
sterling is on the down-hill slide. The 
money of France is on a similar decline, 
when rated in American dollars, and Ger- 
many’s money would undoubtedly be as hard 
hit if the lanes of commerce were as freely 
open to the Kaiser’s country. Germany al- 
ready has a six billion dollar war debt, and 
her daily expense account is longer than the 
road to Riga. 


The great European war has been in full 
blast just a little over a year, and it is plainly 
evident now that money and not men will 
eventually settle this gigantic struggle. 

It is small wonder that, with our financial 
pulse going like a trip hammer, there is a 
great national movement to build a body 
strong enough to stand and hold prosperity. 
Millions of our citizens feel that we are 
keeping billions in a tin safe. The movement 
for national preparedness is gaining head- 
way with tremendous speed, but so far it is 
little more than an idea. The army, navy 
and the reserves of this country need im- 
mediate attention. In another seven months 
we will be a billion or two greater a tempta- 
tion to those whose war debts make our war 
profits look infinitesimal. 


It is high time to change our mental pre- 
paredness to physical preparedness. The 


scanty consideration we receive from the 


European belligerents to-day is due to their 
fear of one another and not to consideration 
for things American. 
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Government Ready to Take Up Our Relations with Hayti and Mexico— 
Stevens Anti-Price-Cutting Bill—Insurance Features 
of Parcel Post 
By W. L. CROUNSE 


WASHINGTON, Aug. 28, 1915. 
N OW that our troubles with Germany have been 
adjusted, temporarily at least, President Wil- 
son and his advisers are about to tackle three other 
questions affecting our relations with foreign coun- 
tries. First, there is the matter of the squabble 
with Great Britain over the blockade by that bel- 
ligerent of American commerce destined for neutral 
countries. Then comes the affair with Mexico, 
where disorder and anarchy have run along riotously 
for about five years. The United States has inter- 
vened in the affairs of Hayti, foreshadowing the 
execution of an American policy in that region de- 
signed to prevent any foreign power from gaining 
a foothold there that would menace the integrity 
of the Panama Canal. Taken all in all, our foreign 
relations are slightly involved despite the apparent 
success of the United States in persuading Germany 
to modify its submarine campaign so as to mini- 
mize the danger to American life on the high seas. 
While all these problems are perplexing, officials 
are confident that they will be solved in a way satis- 
factory to the United States. It is true that Great 
Britain has placed cotton on the contraband list, 
but this does not mean that the rigor of the block- 
ade is not to be softened. In fact, announcement 
may be made almost any day that Britain has let up 
on the blockade and that American commerce hereto- 
fore embarrassed will be given more freedom than at 
any. time since the war began. Although cotton is 
declared contraband Great Britain is to adopt a 
financial scheme that will assure the stability of 
prices thus removing a cause for friction that has 
raised a great hullabaloo in the South. 


Hayti and Mexico 


We have intervened in Hayti for Hayti’s good, 
according to official announcements. Nevertheless, 
we intend to see to it that most of Hayti’s trade 
comes our way and with this country living in quie- 
tude there is a lot of business down there that will 
excite the attention of American exporters. 

Mexico is the sore spot on the international hori- 
zon. General Carranza, the “old grey fox of the Rio 
Grande,” has shown his teeth, and has practically 
defied the United States and the other American re- 
publics that are attempting to persuade him to 
enter into a peace convention with his enemies. If 
Carranza refuses to assent to this plan he will be 
coerced by a simple expedient. All sources of sup- 
plies of arms and munitions of war will be closed to 
him and under these circumstances officials are con- 
fident that Carranza will be forced to talk terms of 
peace or take to the woods or the mountains of his 
native country, or seek refuge in some other clime. 


Kitchin on the Warpath 


Representative Claud Kitchin of North Carolina, 
who will be the Democratic House leader in the new 
Congress, has been in Washington this week. He is 
a great worry to administration authorities. Mr. 
Kitchin is opposed to two propositions dear to the 
heart of President Wilson and his advisers. The ad- 


ministration will ask Congress to pass the ship 
purchase bill this winter. 


Mr. Kitchin will fight it 
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tooth and nail. The administration, also, will recom- 
mend a naval and army program involving much 
larger appropriations for these purposes than have 
been authorized in a single session at any time in 
the past. Mr. Kitchin has announced that he looks 
with disfavor on a big army and that additions to 
the navy should be limited to submarines and air- 
craft. The new leader has an instinctive dread of 
battleships. As his home is in the North Carolina 
mountains and his constituents are, therefore, far 
removed from the range of guns at sea, Mr. Kitchin 
cannot persuade himself that the country would ever 
be in danger from the ravages of a foreign fleet. 
The North Carolina Congressman is a tenacious per- 
son and he is not as amenable to reason as the ad- 
ministration would have him. This North Caro- 
lina man also has notions on the revenue question 
that do not coincide with views on this subject en- 
tertained by administration folk. He didn’t like the 
idea of Congress passing the emergency war reve- 
nue act which was put through at the last session. 
His opposition didn’t count very much then, but in 
the next Congress he will be chairman of the Ways 
and Means Committee, which handles all such legis- 
lation. Accordingly, when the administration comes 
to ask Congress to extend the life of the war revenue 
law, which expires by limitation on Jan. 1, it must 
do business in the first instance with Mr. Kitchin. 
Whether he will accept or fight this proposal is a 
question that is causing Treasury officials sleepless 
nights. 


Postmaster General in Bad with Politicians 


Albert Sidney Burleson of Austin, Texas, who 
temporarily holds the job as Postmaster General, is 
in for a hard time of it at the forthcoming session of 
Congress. He is a charter member of the “In Bad” 
Club that was informally organized following Mr. 
Burleson’s unwarranted extension of the parcel post 
system and now the politicians are roasting him for 
prohibiting the use of bicycles and motorcycles on 
rural routes. It is altogether likely that Congress 
may be persuaded to amend the parcel post law. 
When Mr. Burleson was a member of Congress he 
used to sit up nights hating the so-called “trusts”’ 
and he spent the daylight hours villifying the “trust” 
magnates. If his present interpretation of the par- 
cel post law is accepted by succeeding administra- 
tions it is believed that in due season the large mail- 
order houses will absorb the major portion of the 
business now conducted by the retailer. Postmaster 
General Burleson’s policy, carried to its logical con- 
clusion, might lead to one or two mail-order house 
“trusts,” with the result that hundreds of retail 
dealers would have to put up their shutters. This 
probable consequence of the parcel post system will 
have consideration at the hands of Congress this 
winter. 

It is understood that the Postmaster General 
now entertains doubts as to the wisdom of his order 
substituting automobiles for bicycles and motor- 
cycles on rural routes. Owing to the large area that 
will have to be covered by the gas cars it has been 
questioned whether the efficiency promised by the 

(Continued on page 90) 













PLATTSBURG 4 


Fifteen Hundred 
Rookies 
Training 

to Be Officers 


Left to right—Col. E. F. Glenn, standing; Major-General 
Leonard D. Wood and Col. John B. Bellinger 


events of the year 1915 will, without doubt, 

pause long enough to record the fact that 
this was the year which witnessed the military 
awakening of the U. S. A. 

The Military Instruction Camp which is now in 
operation at Plattsburg, N. Y., bids fair to be- 
come the nucleus of a nation-wide movement for 
preparation. It is in no sense a glorification of 
things military, but rather an instruction class 
where rookies, comprising men from the highest 
walks of life, are taught the rudiments of military 
science with a view to making them available as 
commissioned officers in the United States Army, 
in case that this country should find itself at war. 

It has too long been the editorial policy of a large 
number of newspapers in this country to cry jingo 
on anything which even remotely resembled the 
preparation for the defense of this land. When- 


H events ot ¢ in jotting down the important 
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Successful 
Transformation 
Wrought 

in Short Time 


ever a movement was started to this end (and there 
have been few enough), editors dipped their pens 
in vitriol and wrote caustically concerning the fos- 
tering of military spirit; that it was a propaganda 
launched by munition makers and other sundry 
charges which caused the general public to believe 
that any steps toward preparedness for war were 
merely opportunities for munition makers to enter 
into profitable contracts with the government and 
would lead to the aggrandizement of the United 
States Army and Navy. 

Since the gigantic upheaval in Europe took place 
a year ago, there has been an increasing doubt in 
the mind of the average American as to whether 
this country was in a position to effectively defend 
itself against an invasion. Little by little, facts 
leaked out regarding the army and navy which 
caused the average American to give more thought 
to this question. Finally people began writing to 




















Raw recruits finding it difficult to execute “Right Shoulder Arms!—Forward March!” 
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General view of the Plattsburg Military Instruction Camp 


the Congressmen for more information on this 
absorbing topic, which was recently the subject of 
investigation conducted by Congressman Gardiner, 
who made some startling disclosures, which, the 
Secretary of the Navy notwithstanding, had a ring 
of truth to them, and which caused people to won- 
der whether or not the grand old United States 
Navy was such a wonderful piece of defensive ma- 
chinery. 

Then, too, this war has developed many phases 
which were heretofore unknown and little consid- 
ered. Submarine warfare for instance, has ad- 
vanced to a remarkable degree of efficiency, al- 
though the Secretary of the Navy recently made 
the statement that our submarines were exceed- 
ingly effective, the sinking of one off the Pacific 
Coast, with the loss of the entire crew, and the 
failure of others in battle practice off the Atlantic 
Coast has served as the best evidence to refute 
Secretary Daniels’ statement. Official statements 
of this kind give the people a false sense of sé- 
curity and do much harm. It is useless to try to 
fight an evil if one does not admit that the evil 
exists. 

The people of this country have just begun to 
realize that the evil of unpreparedness does exist 
and the Plattsburg training camp is the answer. 
There are 1500 men in this camp taking a con- 
densed course in military practice. The men are 
from the highest ranks of civil life, as shown by 
the fact that the Mayor of New York City, the 
Collector of the Port of New York, and the Police 
Commissioner of New York City are among the 
number, besides representative men from the legal, 
ministerial and medical professions, college instruc- 
tors, authors, editors, journalists, brokers, bankers 
and men of affairs generally. These men are serv- 
ing as the pioneers of a great movement. They are 
blazing the way for a nation of one hundred million 
people from which at a moment’s notice, practi- 
cally, a big standing army could be raised. As 
prophesied by Major-General Leonard D. Wood, 
chief military officer of the camp, the movement 
will not end here. The enthusiasm displayed by 
these 1500 rookies who have voluntarily swept their 
important business affairs into the background for 
a month in order that they could see service at 
the camp will be reflected throughout the country. 
It is already indicated by the fact that 400 applica- 
tions for enlistment in a second camp of this char- 
acter have been received at the headquarters of the 





Department of the East, and next year, in all proba- 
bility there will be twenty or thirty of these in- 
struction camps. 

Of course it is not possible to turn out a full 
fledged officer in a month. Anyone will realize this. 
But under the watchful eye of past masters in mili- 
tary practice, thirty days’ training in a camp of 
this character would probably better fit a man for 
service as an officer in the army than five or six 
years with the National Guard. 


When we have these camps scattered throughout 
the country, they will result in training a large 
number of intelligent, energetic men who can, if 
the occasion arises, serve as second lieutenants in 
a volunteer army, and who can train other recruits 
as they were trained during these courses of mili- 
tary instruction. 

Of course it would be folly for this country to 
depend wholly upon volunteers even if they had 
some military training, to the exclusion of a regu- 
lar standing army, but given a standing army of 
250,000 men, the United States could easily raise 
enough volunteers to be commanded and drilled by 
these former students of military instruction 
camps. In this way,.we would have at all times 
a large, mobile force which would be no drain on 
the Treasury, except when under arms, and which 
would be immediately available in case of unex- 
pected hostilities. 

A system such as this is one which fits in ex- 
tremely well with our republican form of govern- 
ment. Compulsory military service has been sug- 
gested as a cure for our unpreparedness, but the 
average American would revolt at the idea of 
forcing his son to give up a couple of years of 
his life to the government in this way. 


The 1500 men who entered the Plattsburg Mili- 
tary Instruction Camp the first part of August 
were practically devoid of any military training. 
The reports which have come from the camp speak 
enthusiastically of the fact that in this short time 
alone these rookies have been whipped into shape 
by long hours, hard work, plenty of sleep and like- 
wise plenty of food. Even the West Pointers them- 
selves, an exclusive organization of men who are 
perhaps given to hold themselves aloof from the 
average citizen, have spoken favorably of the prog- 
ress made by these untrained men. 


The course of instruction at Plattsburg includes 
infantry, cavalry, artillery, hospital corps, wire- 
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The rookies at artillery practice 


less, signal drills and all of the other regular and 
special instruction which goes to make up a mod- 
ern military body. The regulars are constantly 
in touch with the rookies, serving as living models 
of what an efficient soldier should be. Regular 
army officers are also constantly on the watch to set 
the rooky a good example, and in this way the 
course of instruction has been so condensed and 
simplified that training of this character bids fair 
to instill more military knowledge into a green 
recruit than was ever before considered possible. 

The rookies learn the manual of arms, the chief 
points about the mechanism of a rifle and how to 
shoot it. They have been given actual target prac- 
tice wherein some of them have hung up very tidy 
scores. As Plattsburg is situated close to Lake 
Champlain there is the additional advantage of 
being able to have artillery practice at floating 
targets in the lake. An army aviator has been de- 
tailed to the camp and he makes frequent flights 
in a military aeroplane, while below a portable 
army wireless outfit crackles out messages into the 
air. 

Around the whole camp there is a realistic air 
which in itself goes far to draw out the soldiery 
instincts which are more or less a part of every red- 
blooded man. 

Some misguided individuals may contend that 
this camp and other instruction camps tend to 
breed a pernicious, military spirit. In refutation 
of this argument it might be pointed out that the 
glamour of arms and the pomp and ceremony of 
military life have been relentlessly stricken from 
the program at Plattsburg. Trench digging, the 
pitching of tents, hauling pieces of field artillery 
and swabbing these pieces out has removed from 
the minds of the rookies the idea that war is any- 
thing but a dirty business, if such an idea ever 
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existed. They are as much face to face with the 
cold facts of war at Plattsburg as if they were 
actually engaged in it, and the rookies’ evenings 
instead of being spent in parading around attired 
in their newly donned military regalia have been 
spent for the most part in sleep, because they have 
been too exhausted to do anything else. 

The peace-at-any-price man may still contend 
that anything which savors of military prepared- 
ness is harmful to the country, but it would not 
be well for him to try to cram this argument down 
the throats of these 1500 men at Plattsburg. After 
their rigorous training, they have no idea that 
war is a pleasant thing; they are fully alive to and 
recognize the vital fact that there are many things 
which are a hundred times worse than war, and 
chief among them is military unpreparedness. 

The Plattsburg training camp and similar camps 
of military instruction deserve the heartiest sup- 
port and approval of every true American. They 
are the first systematic, organized attempt made 
under government auspices to put this country in a 
condition to successfully repel an invader. The 
men who voluntarily gave up a month of their 
valuable time to take this course of instruction are 
the leaders of this great movement, and like lead- 
ers in all great movements they have been sub- 
jected to unpleasant criticism of their motives. 
This criticism should not be taken seriously as it 
is the kind which always closely attends the trial 
of any big, new movement. 

The people who are the first to condemn this 
movement are not the men who would fight for 
this country if it were plunged into war. In a 
regiment of volunteers hastily raised to defend 
this country, they would be conspicuous by their 
absence. Therefore, even in time of peace, their 
words count for little. 
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Off for a practice march 
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Postmaster General will materialize. Under the 
former system a carrier on a bicycle or motorcycle 
covered a comparatively small route to the entire 
satisfaction of patrons. The limited area embraced 
in a route insured regularity of service. Fear is ex- 
pressed by some department officials that the auto- 
mobile service will not work out in practice as 
planned on paper. In the first place, as stated, the 
routes are to be much longer. When it is taken into 
consideration that a rural carrier. operating an auto- 
mobile is likely to strip a gear, run out of gas, pick 
up a nail or two with a spongy tire, or encounter 
any of the hundred or more accidents that attend 
motoring it may readily be seen that the new style 
of service may cause farmers to miss their mail 
oftener than was the case when carriers operated 
small routes with a bicycle or motorcycle. As the 
carriers were required to cover only small areas a 
horse and wagon could be substituted in emergency 
for a bicycle temporarily out of commission or a 
motorcycle that needed repairs. An automobile that 
stops on the road may be laid up for a few minutes 
or a week. For this reason it is highly probable 
that Congress will prohibit the automobile for gen- 
eral use in the rural service and insist upon the 
shorter route With vehicles that will insure the reg- 
ularity of deliveries and collections demanded by the 
farmer. 

Postmaster General Burleson’s administration of 
the parcel post law and his attempted reorganization 
of rural free delivery along the lines advocated are 
certain to provoke lively debates in Congress at the 
next session. 


Stevens Anti-Price-Cutting Bill 


A statement just made public by the American 
Fair Trade League indicates that certain misstate- 
ments are being circulated relative to the purpose 
of the Stevens “anti-price-cutting” bill. It is ap- 
parent that if trades interested in the legislation 
providing that the manufacturer of a standard 
article may control the price of such article at retail 
they must be alert to check the organized campaign 
of opposition. This opposition, it now appears, 
springs mainly from the National Retail Dry Goods 
Association. Attention has been directed to this 
fact by the Fair Trade League. It quotes John P. 
Kirby of the National Retail Dry Goods Associa- 
tion as saying that the Stevens bill in operation 
would throw restrictions around retail dealers dis- 
tinctly prejudicial to their interests. Mr. Kirby 
made the charge that the Stevens bill would prevent 
the retailer from adjusting his prices to meet chang- 
ing conditions. In this connection the Fair Trade 
League makes this statement. 

“If Mr. Kirby is correctly reported in this latest 
statement he must have spoken with deliberate in- 
tion of misleading the public, for he knows there is 
nothing in the Stevens bill that would justify his 
assertion. He knows that the Stevens bill expressly 
provides that in case of deteriorated goods the dealer 
may sell at any price he chooses, provided he has 
first given the manufacturer an opportunity to take 
them off his hands at what they cost him.” 

The Stevens bill will come up for consideration 
early: in the session of the new Congress. Hearings 
will be held on it by the House Committee on Inter- 
state and Foreign Commerce, of which Representa- 
tive Adamson of Georgia is chairman. Announce- 
ment to this effect has just been made by Mr. Adam- 
son. All interested should govern themselves ac- 


cordingly. 
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Insurance Feature of Parcel Post Expanded 


By order of the Postmaster General, the postal 
regulations governing the insurance of parcel post 
have been expanded to include packages valued at 
from $50 to $100 and to extend the insurance 
privilege to parcels valued at $5 or less for a fee of 


three cents. Twenty-five cents is named as the fee 
for insuring parcels in an amount not more than 
$100. 

The order amends Paragraph 2, Section 488, of 
the Postal Laws and Regulations and is immediate- 
ly effective. Until naw a fee of 5 cents has been 
charged for insuring all valuations up to $25. For 
valuations ranging from $5 to $25, the 5-cent in- 
surance fee will be charged as heretofore. For 
valuations between $25 and $50, the fee will con- 
tinue to be 10 cents. 

In all cases the insurance fee must be added in 
addition to postage and indemnity will not be al- 
lowed in cases of loss of such mail addressed to the 
Philippine Islands, unless the loss occurs in the 
postal service of the United States. Insurance fees, 
therefore, are now graduated from 3 cents to 25 
cents and cover valuations up to the $100 maximum. 


Farming with Dynamite a Source 
of Extra Profit for Dealers 


5 gar eee a great deal of the dynamite sold is 
handled by the retail hardware trade, too 
few merchants realize the immense opportunity that 
agriculture offers for the sale of explosives. Dur- 
ing the last few years dynamite has come to the 
front as the farmer’s most economical means of 
clearing the land of stumps, and of ditching and 
of subsoiling. The greater part of this demand 
has been created through the extensive advertis- 
ing and the excellent co-operation of the E. I. 
du Pont de Nemours Powder Company, Wilming- 
ton, Del., which is now about to launch an adver- 
tising campaign that will surpass all its previous 
efforts. 

Early in September the announcements of the 
advantages of clearing land with explosives will 
appear in 5000 country weeklies, and larger space 
will be used in all the leading publications. The 
company is prepared to furnish dealers with a 
million envelope booklets covering the farm develop- 
ment, the increase in acreage and in crops that is 
possible by the proper use of Red Cross explosives, 
and they are also issuing 50,000 poster stamps with 
the picture of a stump, and the line “Ten Cents’ 
Worth of Red Cross Explosives will Clear a Dollar’s 
Worth of Land.” 

The profit on every sale of explosives is only the 
beginning of larger and enduring profits resulting 
from the development of the dealer’s territory 
through agriculture. The hardware dealer’s busi- 
ness possibilities may. be measured by the number 
of acres of cultivated land in his territory. Increase 
this acreage 50 per cent and his business from the 
farming element should increase in at least a like 
ratio. Every added acre calls for more agricultural 
implements and supplies—paves the way for im- 
provements in the house and barn, and increases 
the buying power of the farmer in every way. 

With such co-operation as this at his command 
any extra effort on the part of the dealer should 
bring forth results that are lasting and extremely 
satisfying. 


THE UNIVERSAL METAL Post COMPANY, Cincinnati, 
Ohio, has been incorporated with $5,000 capital stock 
to manufacture a patented metal fence post. L. K. 
Slaback and George G. McGlaughlin are the principal 
incorporators. 








Making a Store Paper Page Work Overtime 
No. 1 (9% in. x 12 in.).—This is a page from 
the store paper issued by J. H. Patt of Creston, 
Iowa. As you will note by the page size given, 
this store paper is of generous proportions. It 
consists of eight pages and it is printed on a very 
good grade of white machine finish paper. “Hard- 


——_-- 


PUBLICITY FOR THE RETAILER 


A Well Arranged Store Paper—Good Anniversary Ad 






ware Store News” is its title. As a matter of fact, 
this entire paper is prepared and printed by an 
outside service agency and the name of the dealer 
filled in in spaces provided for the purpose—one 
of these spaces will be seen at the top of this paper. 
A store paper of this sort is a good investment for 
the dealer who lacks the time to supervise a publi- 
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THE OLD RELIABLE HARDWARE STORE 
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POULTRY NETTING 
The most wonderful thing about it, 
is its low cost. It can be’ had in almost 
any width desired, and being very care- 
fully made and galvanized, will last for 
many years. 


WATER COOLERS 
There is nothing so refreshing ‘on 
a warm day as a glass of cool Water. 






And it is no longer considered a lux- 
ury, but is almost a necessity in the 
home, the office, the shop and the 
store during the warm summer days. 

Secure a. good cooler at a reason- 
able price and be prepared for those 
hot days which are sure to come. As 





Figure up how much you can use, 
and let us quote you a price, and do 


it now. - everything else, we aim to give you 

. the best at the lowest price possible. 

of tas tea,” en eee It would pay you to look at our 
' ‘ other warm weather goods 


GRIND STONES 


This is a good time of the year’ to 
sharpen your tools, and for this purpose 
a mounted grindstone is well adapted. 
We have several varieties of these as 
well as loose stones and fixtures. 


ply. 





SUMMER 





There is an increasing use of emery 
grinders, which are now made so as to 
adapt them for a wide range of use. 
They cut very rapidly and, considering 
their quality, are very inexpensive. 


GARDEN TOOLS A TRUE STORY 





There was a blue bottle that lived in 


. @ sty, 
She had so many children she hoped 
' she would die; 
They ate in the kitchen, they slept 
in the barn; 


hds like a ya 
Now is the time to make your selec- Te er 


Every season has its special re- 


quirements which we aim to sup- 


There is truth in this story, though it’ 


— 


WOES OF THE SUMMER GIRL 


: Pieced Tinware 


‘Aluminum Ware. 
Whatever the kind; 
the 





Oh, the washing will be larger 
For summer's come in haste, 

When dresses of the maidens 
Show marks around the waist. 











Don’t be a slave to the washboard, 
but secure labor-savirig tools and not 
only save a large portion of your 
time, but your hands as well. 





\ ; {I 
That means increase in the supplies 


all-along the line, but particularly in 
table cutlery. 







Prepare fora long, hot season. We carry knives, forks and spoons 
: in great variety to suit you yourself 
Let us supply your or pocket. Knives and forks with 






wood, bone, rubber or celluloid han- 
dles and spoons of every grade. Carv- 
ing and butcher knives of every size, 
kind and finish. You will find our 
stor€é the best place to make your 
selection for you will secure quality, 
price and courteous treatment, 


LUXURIES 





CAMPING REQUISITES 


JUST AS EASY 





If you are planning an outing, first 
of all, you will need a tent and pos- 
sibly camp stove, or at least many 
articles for cooking, water, or pre- 
paring food. 


These goods you will find in great 
variety in our stock and a visit fo 
our store will probably result in many 
means for your comfort. 


The way to camp is to provide 
yourself with the fewest number of’ 





tion. We have everything in the way 
of tools for the garden, but have not 
space to illustrate or mention but a few. 
Do not purchase -until you have seen 
our line. 


Perhaps you have not atténded to 
the screening of your house. “If ‘so, 
don’t delay, but df you have, you can 
make use of 4 few fly killers. 


No. 1—Very attractively made up 





¢1 





articles, which are best adapted for 
the purpose, and in making your se- 
lection, we can probably give you 
valuable suggestions. 
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cation of his own and who has no person in his 
organization to whom he may delegate this work. 
It is a whole lot better than spasmodic and hap- 
hazard efforts in store paper editing would prove 
to be. It, of course, lacks prices, lacks local color 
and the personality of a store paper edited from 
the store. A paper of this kind, made to fit many 
hardware businesses can never have the individ- 
uality of a paper that is the reflection of one store 
and that store only. But better a syndicate store 
paper than none at all. The page is very attrac- 
tively made up. The illustrations are excellent; 
the text has a lot of snap—the occasional lapse into 
verse is always acceptable to the reader. Note the 
central panel featuring summer hardware. This is 
good and in line with our expressed policy of 
making the hardware store a summer shopping 
place. 
A Clean-Cut Presentation 


No. 2 (3 cols. x 15 in.).—This ad from the Hayes 
Hardware Company, Emporia, Kan., has an un- 
mistakable “punch” in its make-up. Bold display 
lines telling the story crisply; good sized, well 
drawn illustrations that illustrate; brief descrip- 
tion and complete price quotation collaborate with 





a 
& Flies Bothering Your Horses? 
Extra Values in Fly Nets at 
Moderate Prices 


SS 
Extra Heavy Leather Team Nets 


HOLL 
qu ni Hh — H 





Body and breast made of selected liastatin leather, five bars with heavy lashes, cut 
6 to the inch. 


$9.75 per pair 


$12 per pair 70-string 
per pair 


$9 per pair 60-string 
§5-string, $7.50 per pair 


Cotton Cord Team Nets 


Hn ni _ T [ i 
a a wi — 





Cotten cord team nets, body pon breast — double woven cord, bars 180 lashes 
of heavy yellow colored cotton cord. s are woven into bars, making them very 
strong. This 18@Q-lash fiy net, specially saned at $5.50 per pair. 

84-lash, as above described, $4.50 per pair. 

60-lash, yellow and white, as above, $3. 75 per pair. 

70-lash web bar, $3.75 per pair. 

60-lash web bar, $3.50 per pair. 

Cord lash, leather bar, 60-string, a few pair; specially priced at $2.00 per pair. 


Single Fly Nets 


a 





Best grade, round leather lash, in a nets for driving outfits, 70, 72, 90 and’ 
100-string, priced from $3.00 to $3.7 
Cotton” cord nets, woven in yellow, ~ a black: 


60-lash, $1.50 each 70-lash, $1.65 each 


Summer Lap Robes 


Good-wearing, neat cme For buggy or auto 
Our stock of laprobes was selected with amg care and enables us to offer our 
customers unusual values Meg ‘ale & nd pa 
You should see these lap robes, oadaed @ at. Tbe, $1.00, $1.10, $1.25 and up to $2.25. 


See Our Single Harness Before You Buy 


Fresh Seeds While They Last 
Iowa Goldmine y — a 














—_ > ~y ermine— 
d Joe— corn. 
Feterita, Kaffir and Cane. 
Phone Your Orders—Stock Limited 
Tv - 
— HANG : 
Emporia, Kan. 8 ee PWARE ' Hartford, Kan. 





No. 2—Take another fling on fly nets 
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each other in making a decided impression upon 
the reader. The plan of display is _ excellent. 
Notice how the generous white spaces so well dis- 
tributed emphasize both type matter and illustra- 
tions. This ad appeared a few weeks ago but the 
flies will be with us until frost gathers on the 
pumpkins, so it would be well to take another 
fling on fly nets, though of course cutting down the 
space somewhat. It seems to us that the firm sig- 
nature in this ad, while very neat, is somewhat 
too small for the size of the ad. It is rather over- 
powered by the sweep of type and cuts. Better 
enlarge one-half or at least one-third its present 
size. 


Dearborn Hardware Company Con- 
solidates with Payson Mfg. 
Company 


flee Dearborn Hardware Mfg. Company, 2911- 
2919 Carroll Avenue, has recently been consoli- 
dated with the Payson Mfg. Company, 2920 Jack- 
son Boulevard, Chicago, Ill. These united inter- 
ests will continue their manufacturing business as 
the Payson Mfg. Company, with main offices at the 
plant on Jackson Boulevard. The Carroll Avenue 
factory will continue to. be operated indefinitely. 

Both concerns have lines of special operators de- 
signed to handle the large sash so generally used in 
modern factory construction. This department was 
dominant in the Dearborn company and had been 
highly developed under the hand of Robert A. 
Lackey, who becomes vice-president of the Payson 
company, while J. A. Billings, also of the Dearborn 
company, will hold the office of treasurer in the 
reorganization. President E. T. Harris continues 
to be the administrative head and R. L. Rogers the 
secretary. 

The company will continue the manufacture of 
the line of casters, transom lifters and related lines 
of light hardware 


Too Busy to Read 


H® is a familiar type—the fussy, fretful man 
who imagines that he is about the busiest fel- 
low in town. He often dumps in the waste basket, 
unwrapped, copies of business and technical maga- 
zines that contain valuable articles bearing directlv 
on his problems. He fondly believes that he is too 
busy practising to bother with what others are 
“preaching.” 

The trouble with this type of man is that he has 
not learned that the real executive is the man who 
so plans his work as to leave a reasonable amount 
of time for reading and planning. 

There are shoals and breakers ahead when the 
accumulation of new ideas ceases. 

The man who declares he has no time to read is 


‘ unconsciously advertising his small caliber, his 


slavery to detail, his arrested development.—Cana- 
dian Harness and Carriage Journal. 


Hardware Associations to Meet at 
Atlantic City 


HE [National Hardware Association and the 
American Hardware Manufacturers’ Associa- 
tion will hold their joint convention at Atlantic City, 
N. J., on Oct. 18, 14, and 15. The Marlborough- 
Blenheim will be headquarters for both associa- 
tions. Through an error, the date of this conven- 
tion was incorrectly stated in the Aug. 26 issue 
of HARDWARE AGE. Members are urged to imme- 
diately make hotel reservations. 












Trade Conditions and Iron, Steel and Hardware Prices 





Prices on a number of lines of finished and 
semi-finished steel and pig iron have ad- 
vanced, and promise to be still higher in the 
near future. 

The whole steel market from every stand- 
point looks good, and the present activity is 
sure to continue throughout the year. 

In the Pittsburgh district the hardware 
business continues to be good. Automobile 
builders report that orders for machines 





MARKET SUMMARY FOR THE BUSY READER 


from farmers are increasing. This means 
that the hardware man who is stocking auto- 
mobile accessories is keeping up with the 
times. Prices on all lines of hardware goods 
are strong, with indications of being higher. 
Collections are reported fairly satisfactory. 

There will be bumper crops of everything 
this year with good prices, and the farmers 
will have plenty of money with which to 
make purchases. 








PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Aug. 31, 1915. 


HE week under review has been marked by advances 

in prices on a number of lines of finished and semi- 
finished steel, and also pig iron, with promises that 
prices will be still higher in the near future. Bessemer 
and basic pig iron, also foundry, are up fully 50c. a ton, 
with fairly heavy deals being made at top prices and new 
demand quite urgent. Billets and sheet bars are holding 
very firm, but with indications that top prices have been 
reached for the time being at least. In finished iron and 
steel, railroad spikes and shafting are up $1 a ton, while 
on plates, shapes and bars the quotation of 1.35c., Pitts- 
burgh, for delivery over remainder of the year is being 
made more often. Prices on pig iron have been firmed 
up in the past week by a purchase of 25,000 tons of basic 
made by the Jones & Laughlin Steel Company of Pitts- 
burgh, but the price was not given out. There has been 
expectation that the United States Steel Corporation 
would buy pig iron, but from an official source it is 
learned that this will not be the case. The corporation 
has seven or eight modern blast furnaces that are now 
idle, and these can be started within a short time if the 
demand for pig iron should become more urgent. It 
may be noted here that some time ago the Steel Corpora- 
tion forfeited itself against having to make purchases 
of pig iron by buying 130,000 tons of steel billets in the 
open market on which they are now getting deliveries. 
The whole market on pig iron and steel is very strong, 
and consumption is heavier than at any time in two 
years or more. 

The heavy demand for steel rounds still holds up and 
seems to be getting more active. In this report last 
week it was stated that France was in the market for 
100,000 tons, and a good part of this has been placed 
with two steel companies, the price being 2.35c. per Ib. 
When it is recalled that at the outbreak of the war steel 
rounds were sold as low as 1.15c. and 1.20c. it will be 
seen that the mills are now getting an advance of at 
least $20 a ton on steel rounds over prices secured in the 
early stages of the war. Active inquiries are now in the 
market for 200,000 tons or more of rounds, but it is 
hardly likely any of this business will come to Pitts- 
burgh mills, as they are so well filled up over remainder 
of the year they are not in position to take on the busi- 
ness and make the deliveries wanted. The steel compa- 
nies expect the present great activity to continue over 
remainder of the year at least,and probably into first half 
of 1916. While operations are at about 100 per cent of 
capacity and shipments are heavy, specifications and or- 
ders are coming in at a more rapid rate, and the mills 
are falling back further on deliveries. The advance in 
wire prices was caused more largely by the heavy for- 
eign demand than domestic, but the latter is expected to 
pick up a good deal during this month. The wire mills 
look for heavy domestic buying in wire nails, plain and 
galvanized wire during September, as stocks held by 
jobbers are not believed to be very heavy. 
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As yet the railroads are not buying very heavily either 
of steel. cars or steel rails. In the past week only about 
30,000 tons were placed, of which 5000 tons went to the 
Tennessee Coal & Iron Company at Ensley, Ala., but 
will not be furnished before late in the year. 

The local pig-iron market has been active in the past 
week, heavy sales of Bessemer, basic and foundry iron 
having been made. Bessemer iron has advanced square- 
ly to $15.50, basic $14.50, and No. 2 foundry $14.50, at 
Valley furnace. The available supply of pig iron is in 
strong hands and sellers are not pushing the market to 
make sales, believing that prices will be higher before 
long. The whole steel market from every standpoint 
looks good, and present activity is certain to continue 
throughout this year. If the demand holds up as strong 
as it is at present, prices 6n nearly all lines of finished 
and semi-finished steel products will certainly be higher. 

Good reports continue to be received from the hard- 
ware trade, one local jobber stating that his business in 
August showed a nice increase over July, with indica- 
tions that September will make a still better record. 
This is the season of the year when the trade buys 
pretty heavily of fence wire and other goods used by 
farmers, who will soon be placing their orders for im- 
provements about their farms to be made as soon as 
crops are in. There will be bumper crops of everything 
this year and at good prices, so that the farmers will 
have plenty of money to make purchases. Automobile 
builders report that orders for machines from farmers 
are getting more plentiful right along, indicating that 
the farmer is prosperous and has money to spend for 
some of the luxuries. Prices on all lines of hardware 
goods are strong, with indications of being higher. Col- 
lections are reported fairly satisfactory and the banks 
have plenty of money to lend on satisfactory collateral. 


WIRE NAILs.—It is believed there was not very heavy 
covering of wire nails prior to the advance in prices 
of 5c. per keg, effective from Aug. 23, and given in 
this report last week. The mills still have some con- 
tracts on their books at the $1.55 price, but these are 
being pretty fast cleaned up and the mills state they 
have less orders for wire nails now than usual when 
an advance in prices is made. The market is reported 
firm at the recent advance. 


We quote on new orders, wire nails in large lots to jobbers, 
$1.65 base; in carload lots to retailers, $1.70 base; less than 
carload lots, $1.80; galvanized nails, 1 in. and longer, $1.75 
extra, or $3.40 base; shorter than 1 in., $2.25 extra plus the 
regular nail card extras. ° 

Cut NaiLts.—The advance in prices of 5c. per keg in 
wire nails has been followed by makers of cut nails, who 
have made a similar advance, and cut nails are now 


quoted firm at $1.65 per keg in carload lots to jobbers, 


with the usual advances for small lots. The new de- 


mand for cut nails is fairly active and from the South 
is quite heavy. 


We quote cut nails, $1.65 per keg in carloads and larger 
lots to jobbers; carloads to retailers, $1.70 f.o.b. Pittsburgh, 
terms sixty days or 2 per cent off for cash in ten days, 
freight added to point of delivery. 
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Bars WIRE.—Mills report that fall demand has 
opened up and heavy orders are being placed for de- 
livery over the next two or three months. The foreign 
demand continues heavy and local makers say there 
is no trouble in securing foreign business when they 
are in position to make deliveries wanted. One local 
maker states that its entire output of barb wire is sold 
up for remainder of this year, and it is not actively 
seeking orders. The Youngstown Sheet & Tube Com- 
pany, Youngstown, Ohio, has taken some large orders 
for barb wire for export and at prices slightly higher 
than domestic. 


Plain meng + Be is in ead E a ge ye barb wire and 
fence staples, $2.50; paint wire, $1.70, all f.o.b. Pitts- 
burgh, with neeieht’ added to ae of "delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire — are 69 per cent off in carload lots, 68 per 
cent on 1000-rod lots, and 67 per cent on small lots, f.o.b. 
Pittsburgh. 


FENCE WIRE.—The fall demand has opened up quite 
actively and makers of fence wire are receiving good 
orders from fabricators and also from manufacturers. 
It is believed that fall business in fence wire this 
year will be heavier than for some time. Prices are 
firm at the recent advance and mills report ship- 
ments very heavy. 


Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base; galvanized $2.20 with the usual ad- 
vances charged to jobbers for small lots from store. 


IRON AND STEEL Bars.—The market on steel bars 
is more active than any of the other hot rolled 
products, local makers stating that order books are 
filled up for a good part of the remainder of this 
year and that specifications are coming in very freely. 
Two local mills took orders in the past week for large 
amounts of steel rounds for shipment to the Allies, 
and more of this business is offered if the deliveries 
can be made. While the specifications on steel rounds 
for shrapnel are very rigid, the discards from the top 
of the ingot being 30 to 35 per cent and from the 
bottom about 10 per cent, yet at the prices obtained, 
2.35c. and higher, there is a good profit to the mills. 
One Eastern steel company is said to have at present 
orders for over 100,000 tons of steel rounds on its 
books. Several local makers are quoting 1.35c. for 
steel bars for delivery over the remainder of the year. 
The new demand for common iron bars and also for 
reinforcing steel bars is more active than at any time 
this year. 


We quote steel bars at 1.30c. to 1.35c. for third quarter, the 
lower price for small lots. 

We quote common iron bars at 1.30c., refined iron bars, 
1.35c. to 1.40c., and railroad test bars at 1.40c. to 1.45c., f.o.b. 
Pittsburgh. 


Tin PuLatTe.—The Standard Oil Company has an in- 
quiry out for 200,000 boxes of tin plate to be used in 
making oil cans. This is very desirable business, as 
there are only two sizes involved, these being plates 
14 x 18% in., which are used for making the sides 
of the oil cans, and the other sizes, 10 x 20 in. for the 
tops and bottoms. Deliveries on these contracts are 
to run into first quarter of 1916 and possibly into 
first half. For this reason prices quoted on the order 
by local mills are fairly high, as there is a good deal 
of uncertainty as to what will be the prices of pig 
tin and sheet bars when it comes to furnishing the 
plate. The domestic demand for tin plate is quiet 
and only for small lots for prompt shipment. Prices 
are reported firm. 


oaete 100-lb. coke plates at $3.10 to $3.25 per base box, 
depend "a on the order. 
e quote 100-lb. terne plates at $3.15 per base box, f.o.b. 
Pittsburgh. 


SHEETS.—The demand for blue annealed and 
American Bessemer black sheets is fairly active, but 
for galvanized is dull, jobbers and consumers hold- 
ing off, believing that prices will be lower. However, 
spelter has taken an upward turn in the last few 
days and has advanced from 2c. to 2%c. per pound. 
Prices on black sheets are firm and most mills are 
holding at 1.90c. minimum for No. 28. Galvanized 
sheets are offered as low as 3.40c. and possibly a 
lower price would be made on desirable orders, espe- 
cially for the heavier gages. 
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We now quote Nos. 9 and 10 blue annealed sheets at 1.40c. 
to 1.50c.; No. 28 black, 1.85c. to 1.90c., and No. 28 galvanized, 
3.60c. to 3.75c. Makers’ prices for mill shipment on sheets 

of U. S. Standard gage, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from store, 
are as follows, f.o.b. Pittsburgh, terms 30 days net, or 2 per 
cent cash discount in 10 days from date of invoice. 


Blue Annealed Sheets 


Cg 
RS 2 ee ae eee rere <r ree Le ee 1.30 to 
eS Ne a ee ene Skate ee be eee 1.35 to 1.50 
I ME I eg eg i wd Se eae On 1.40 to 1.55 
eS cae ee en sea an 1.50 to 1.65 
ee a ee sed sad be ewe Oe 1.60 to 1.75 

Box Annealed Sheets, Cold Rolled 

Cents per lb. 
Nos. DT es 2 oo ab ie 6 hb 4 ae Oe ek 1.50 to 1.55 
I a SA a a Be ne» ame Op a 1.50 to 1.55 
Nos NT Lee bes vewes 1.55 to 1.60 
RE = Re ee ry ane eee eo to 1.65 
ee a a oe obs baa ik ole o 1.65 to 1.70 
i oo. Sale eS 5G od wee Oh eee} a 1.70 to 1.75 
ERR es RE eho er ge 1.75 to 1.80 
I ee eal eee es ow 1.80 to 1.85 
RC ak hr er i a Bi calc BS 1.85 to 1.90 
I ei ee ee aie ete ag ein ee ee ee os ge to 1.95 
ie oe i ee eek ee 6 Oe 2.00 to 2.05 

Galvanized Sheets of Black Sheet Gage 

Cents per Ib. 
So Era See A ere era ene a 2.60 to 2.75 
a Ne gs SOO ee c 0s 2.70 to 2.85 
ele ee eS Rs ee ee emees ky 
Eg ee ss ad wiatk x a bab 6 Oe oe 2.80 to 2.95 
Nos ee ee eS pia lates oa 2.95 to 3.10 
I in a oe  £iea sb bee enw heee 3.15 to 3.30 
ee eS. a ee eebibakees anon ed 3.30 to 3.45 
er ae ea we hem 3.45 to 3.60 
a a a a a as 3.60 to 3.75 
Se i ee eee a be ee thd Rees 4.35 to 4.50 
ie aid 4.60 to 4.75 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per lb. 


Painting: 29 25 A Ea * to 24 a - 18 
Deemer, GP GEM ccccccce secs 0.10 
Gee, SOME ccc tcbae cvee °. 2 0.15 °. 10 


— ng: 
216, 3 and 5 in. corru- 


’ ga 0.05 
2, nae without sticks 0.05 0.05 
5% t o 1% in. corrugated... 0.10 0.10 
3, V-crlmned without sticks 0.10 0.10 
Pressed, standard seam, 


0.05 


SSeS 
HHOoS 
OOo 


ag ae eI ape 0.15 0.15 
Plain roll roofing, with or 
without cleats .......... 0.15 0.15 0.15 
3/15 in. crimped .......... 0.20 0.20 0.20 
Weatherboard siding ..... Sstbe 0.25 0.25 
I Se ee ek ee 0.25 0.25 
Rock face brick and stone 
Mn: “ales bebeeed owess cass 0.25 0.25 
Roll ane cap roofing with 
caps and cleats ........ 0.25 0.25 
_— ng valley, 12 in. and 
NE OEE EE CPN 0.25 0.25 


Ridge” ” Seti and a 
(plain or corrugated).. ine 0.65 0.65 0.65 

Nuts, BOLTS AND RIveTs.—The expected advance 
in prices of bolts has not taken place, but is looked 
for at an early date. The domestic demand is active 
and the foreign demand is also heavy. Several local 
makers say they are simply snowed under with orders 
and have their output practically sold up for remainder 
of this year. Large shipments of nuts and bolts have 
recently been made to France, Italy, South America, 
and also to Asia. The Pittsburgh Rivet Company is 
making large shipments of rivets abroad and recently 
shipped two carloads to South America. Prices are 
firm, discounts to the large trade being as follows: 


U. 8. 8. Cold Punched Blank and Tapped Cham- 
fered, Trimmed and Reamed 


% in. and smaller, hex.............. 7.4c. per lb. off 
in. and larger, Ws ccs caulaeese 6.9c. per lb. off 
es. Cie Te wk w wee 60 downs cdedves 5.5c. per Ib. off 
Semi-Finished Tapped 
as ks kee 6 bie oO A 85-10-5 off 
i Se US ccd bbe tase xwanceseteen 85-5 off 


Black Bulk Rivets 
7/16 x 644, smaller and shorter............ 80-10 off 


Package Rivets, 1000 Pes. 
Black, metallic tinned and tin plated... .75-10-10 off 


Discounts on bolts to the large trade, effective from 
July 21, are as follows: 


Machine bolts, h. p. nuts, x 4 in., smaller and shorter 
—— 75, 10, 10 & 10; smaller pee shorter cut, 75, 10, 10 & 
larger or longer, 75 & 10. Machine = P. c: & 

nuts, x 4 in., smaller and shorter, 75, 
longer, 70, 10 & 7%. Common Be ty nalts % x 6 in. 
smaller and shorter, rolled, 75, 10, 10 & 5; smaller and 
shorter, cut, 75, 10 & 10; larger or longer, 75 & 5. Bolts 
without nuts, 6 in. and shorter, extra 10; longer lengths, 
extra, 5. Blank bolts, 75 & 10. eat — with h. p. nuts, 15 
& 10; C. P. C. & T. nuts, 70, So ag coach 


& 7%, larger or 


screws ag” cone point tag Big screws, og blank or 
tapped, ~ hi nanos ; h. p. by 6. Tbe. lb. off; 


Cc Pac. mare, 5. oo Sb. ' off ; hexagon, % in. and up, 
7c. Ib. Py SB er, 7.50c. Ib. off ; C. P, plain, square, 5.40a 
Ib. off; hexagon, 5.80c. Ib. ‘ox: . P. semi-finished, hexagon, 
56 in. and up, 85 & 10; smaller, 85, 10 & 10. 
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WROUGHT Pire.—The order of the J. G. White Cor- 
poration of New York City for 120 miles of large pipe 
has not yet been placed, but is expected to come out 
this week. The new demand for merchant pipe is only 
fair, and for oil country goods is dull. However, there 
have been three successive advances in prices of crude 
oil in the Cushing field in Oklahoma, where oil is sell- 
ing at 85c., when a few months ago it was as low as 
45c. Discounts on iron and steel pipe and also on boiler 
tubes are only fairly well observed, being shaded on 
desirable orders. 








Butt Weld 
Steel 
Inches Black Galv. Inches Black Galv 
, 4% and %.... 72 46 "Sea 4 

i alt 2 BR SEER 76 7 ined eae kes 7 yh 

eG ate hin oe 79 Ek GN es eer 
wid oa: .. 71 52 

Lap Weld 

TE aS aes, Spey 76 60% RN ns iak'e oop acer 36 
| 2 ee errr 78 62 Dns vhaes ake ae 66 47 
2.» SRE as 58 : psmetas ve ares pa “ 

Re Rae ; eee 
debe 60° a-s.:....... 69 52 
a 2 Sareea 67 50 

Reamed and Drifted 

1 ~ he | 77 ee | : ,. te?” butt.. 69 50 
Se skeseeebe - a soit re .- a a a a - 69 +1 

2 4 6, lap.. 7 ‘ “at Bic ok sen 
% | Be eu 64 45 
Se ot Seo? 65 47 
| 2% 4 4, lap... 67 50 

Butt Weld, extra te plain ‘ait’ 
; and ne 4 |: Ee cats bi veebne 61 43 
i * i ow ee ta =r 4 ean ie nwdu eens . .. 

Say te ee 6's b aa 
sf eaeeerepehe 17 tf and 2144...... 71 54 


Lap Weld, extra strong, plain ends 








ite teehiadene ms 73 57% BO nwecedéaawees 65 48 
an ee es dawns: 75 Se 2 iw b40090s kee ben 67 49 
Get ih xk we keee 74 58 ae BO Biveen ake 9 52 
Ef 2 ees 68 50 4” OF Gee c8 663 68 51 
i | Re 63 45 > ees 1 44 
DP Se eeteeess 56 39 
Butt Weld, double catra strong, plain ends 
OP Re OP ee 62 48 eto gegetss es 40 
le Re 65 s1% , aaa 59 43 
Se ee 67 53 DS QM Be ct ecs 61 45 
Lap Weld, double ag strong, plain ends 
+ mia wiiek deeb as - | Se an ks ahaa, Te 40 
2 Oe Mins oiinwas 65 | 2 Oe Bivscdcses 59 45 
Oem Gi Gi vcbs ser 64 . Bivcasa ces 58 44 
SB Ricudeadwenn rt Sy 2 Rey 51 33 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 


The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basin (mee price) than the above 
discounts on the black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, in effect from 
July 16, 1915. 


Lap Welded Steel Standard Charcoal Iron 

2 Oe ie Ole 4 ooo ws wees Le  § & Retr eS 56 
Re Pe 60 . & See ee 47 
Bo OO Peis n sci vkcacks 66 | 2% and 2% ee ee 54 
go ee FR RPE 71 3 and 3 teave~aheenes 58 
3% and 4% in.......... 72 | 3% and 4% in.......... 60 
5: Oe epic te ceases O68’ t 2 OR OS vids ice videsies 54 
TO Oe le a 6 ecxiecennaca 62 





Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 

2 in. and larger, over 22 ft., 


10 per cent net extra. 
10 per cent net extra. 


EW YORK 


Office of HARDWARE AGE, 
New York, August 30, 1915. 


RADE is still mercurial and spotty, with bursts of 
activity in lines related more or less closely to war 
materials of all kinds, but slower on domestic require- 
ments. To illustrate by one of countless instances, all 
makers of machinists’ gages for use on projectiles, fire- 
arms, etc., some of which for one particular item re- 
quire as many as eighty different sealed gages, are 
swamped with orders, but on many other machinists’ 
tools made by the same factories the trade is exceeding- 
ly quiet. 

Yet even in the latter category there is a better pick- 
up trade which is coming along in larger quantities, 
where instead of ordering for actual wants only, mer- 
chants are adding occasionally a few more of a given 
article for stock. 

In various lines for both domestic and foreign trade 
there are manufacturers who say that their capacity has 
been increased to produce more largely than ever. In 
one important instance at least the total sales for home 
and abroad are given as running ahead this year in com- 
parison with 1914, but often this is not the case. 

In table cutlery, for instance, there are those who look 
for a pretty good business this fall and who say that for 
the past three weeks there has been more buying, al- 
though trade previously was practically dead. 

Then, too, there are buyers for both domestic and for- 
eign requirements who speak of slow business for home 
trade, but better on foreign demand in such lines as 
heavy hardware, including pipe, fittings, valves and sup- 
plies for water, steam and gas. One view expressed is 
that there is plenty of money, but those possessing it 
are cautious about using what they have for other than 
current necessities. As to collections, opinions differ. 
Some say trade is very slow in paying up, while others 
find customers are discounting where previously they 
had been unaccustomed to do so. 

Buyers have been made more conservative than usual 
by the declines in some metals, and the delicacy of our 
diplomatic relations which, however, seem to be improv- 
ing so far as state questions are concerned. The recent 
considerable slump in spelter, approximately one-half 
for example, because of the greatly increased producing 
capacity already existing or coming into the field in this 
country, almost doubling that of a year ago, has been ac- 
companied by lesser declines in copper, brass, etc. This 





situation has been followed by a reaction to higher levels 
lately. Some of this situation is attributed to stock 
manipulation, although a part of it is because of a legit- 
imate demand. 

On the other hand the tone is stronger in iron and 
steel, and particularly the latter suitable for high-grade 
tools. This is embarrassing manufacturers of edge 
tools, not so much as yet because of prices, where the 
cost of material to cost of manufacture is relatively low, 
as by the constantly increasing difficulties in getting de- 
liveries on contracts already in hand, occasioned by the 
ever-increasing demand for steel used for projectiles, 
firearms and other metallic war materials. Then labor 
costs show a tendency to advance in the increase of 
wages and the lessening of working hours per day, all 
of which increases the cost of goods. 

There are many factors which distributors must 
weigh, because while a jobber may suddenly decide to 
greatly increase his orders a manufacturer requires 
much more time in any event. There is unquestionably 
great capacity in the United States of America to pro- 
duce within a reasonable time, but fall trade is now get- 
ting into its stride, and production on lines for domestic 
consumption has long been on a very conservative basis. 

The price of merchandise is always important, but 
possession of it to ship promptly is more so, as it makes 
little difference te any merchant what the price of an 
article is in the last analysis if a customer has to go to a 
competitor to get it. 


Wire Natits.—There is a fair daily demand con- 
stantly for wire nails, although not fully up to normal, 
but what is ordered is wanted quickly. Nail manufac- 
turers as a rule are said to regard unfavorably re- 
quests to extend the usual 60 days’ time limit on con- 
tracts to cover the balance of the year or into 1916, 
as some buyers desire. During dull times trade lines 
are often not so sharply drawn, but with the improve- 
ment of conditions many irregularities automatically 
cease. To be sure, there are nails previously con- 
tracted for on the $1.60 per keg base, f.o.b. Pittsburgh, 
carload to jobbers, for delivery in August and Septem- 


- ber, which will be executed; but owing to the higher 


prices for raw materials concessions are not so likely 
to continue as in duller times, and there will be more 
rigidity, probably, to the $1.65 base, effective Aug. 21. 


Wire nails, out of store, carted by the customer, are based 
on $1.90, and when delivered by seller within carting dis- 
tance they are $1.95 per keg base. 
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Cut Naits.—Cut nails are quite steady and there 
is a better demand which is alluded to as quite fair 
and up to the average for this period of the year. 
Some sections are a little more active in building, but 
New York City and the Metropolitan territory includ- 
ing, for instance, Jersey City and the Bronx, are still 
slow, while on Long Island trade is more nearly normal 
owing to a fair amount of development work. There is 
likewise a bit keener inquiry from abroad, -notably, 
countries bordering on the Caribbean Sea, South Amer- 
ica and the Far East. 


Cut nails out of store are $1.90 per keg base, taken by 
merchants, and $1.95 per keg delivered by jobbers. 

WINDow GLass.—Trade in this line is developing 
into a little better condition, although the improvement 
is still small. Jobbers and manufacturers are getting 
a few more inquiries and these have been for slightly 
better qualities. Some days are better and intermit- 
tently they are very poor, but the change is in the way 
of betterment, such as it is. Now and then jobbers 
receive orders for export, but in the main this business 
is being transacted by manufacturers direct. One fea- 
ture of this trade is the necessity for very much better 
packing of so fragile a product, the transportation of 
which is subject to so many complications not encoun- 
tered in domestic business, although great care is al- 
ways necessary in handling so brittle a commodity. 

Window glass, A A quality, single thick, is 85 and 25 per 
cent and double thick 90 per cent discount; A grade, 90 and 
5 per cent single, and 90 and 10 per cent double thick, and B 


quality 90 and 10 per cent and 90 and 15 per cent discount 
for double thick from jobbers’ list. 


NAVAL STORES.—Receipts of turpentine and rosin in 
the primary market are reported to be very considerably 
less than last year for the corresponding period, but 
likewise the consuming demand is also much smaller. 
There seems to be a bit firmer tone to the market, 
although prices are not materially altered, there being 
still some business moving at former figures. There 


CINCI 


Office of HARDWARE AGE, 
Cincinnati, August 30, 1915. 


HE usual midsummer dullness in the hardware busi- 
ness now prevails and there are no indications of a 
change before Sept. 15 at the earliest. The vacation 
season is not yet over, and both wholesalers and retail- 
ers are simply awaiting developments. One of the larg- 
est factors that has adversely influenced the trade in 
this vicinity is the very unseasonable weather that has 
prevailed for practically three months. Up to the pres- 
ent time the weather reports show that only four days 
of hot weather prevailed this summer. The intermit- 
tent rains have retarded the farmers in their work, al- 
though the grain and corn crops have not been damaged 
to any appreciable extent. On the contrary the corn 
crop will probably be above the average. 

The conditions enumerated above have tended to cut 
down the demand for garden tools, lawn-mowers and 
rollers, and have also held back the household utensil 
trade. The country merchants as well as those in the 
city suburbs have suffered mure than those located 
in town. Few of these country merchants carry any 
stocks of machinists’ tools, due to the absence of a de- 
mand for such articles, but the city dealers who have 
departments for handling this class of goods are enjoy- 
ing an almost unprecedented demand from the machine- 
tool manufacturers. This demand is for drills and cut- 
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is a trifle better request for export both in Savannah 
and locally, which accounts for the greater disinclina- 
tion to sell. In and about New York the demand is 
more for actual requirements and manufacturers are 
showing but little interest as yet. 


Spot turpentine, in yard, ranges 40c. to 40%c. per gal. 

liosins ure steady and there is apparently less inclination 
among merchants to make concessions. 

Common to good strained, in yard, on the basis of 280 Ib. 
per bbl. is quoted at $3.20 and D grade at $3.35 per bbl. 


Rope.—Locally the demand for rope, according to 
some makers, has dropped off considerably since Aug. 1, 
until which time business in this line was quite good. 
The lighter demand from rope making interests is 
causing some merchants to make occasional concessions, 
although there is no marked change in price for raw 
material yet, we are advised. 


Prices for rope are practically unchanged and are fairly 
well maintained on the basis of 14c. per lb. for first grade 
Manila rope from jobbers. 


LINSEED O1IL.—Last week there was a sudden advance 
in flax seed, prices aggregating about 7c. per bushel on 
reports of early frost in the Northwest, which was soon 
followed by a reaction to about previous levels, the 
Duluth and other markets closing at steady prices for 
seed. 

In linseed oil the consuming trade is fairly good in 
Metropolitan territory and with some of the important 
interests better than last year during the comparable 
period, the takings for both oil and white lead being 
fairly good. 


Linseed oil, raw, city brands, card rates, in lots of 5 or 
more bbls. is from 54c. to 55c. for 5 or more bbls., while 
some business has been done at a range of 52c. to 54c. in 
certain quarters. For less than 5 bbls. quotations are at 


55c. per gallon, as a rule. 


State and Western oil, raw, in a small way, varies 
from 51 to 54c. per gallon, according to seller and 
quality and 50c. per gallon is quoted for carloads. 


NNATI 


ting tools of all kinds, hacksaw blades, bolts and nuts, 
etc., and there does not appear to be any chance for a 
let-up during the coming winter season. 


Barb wire and nails are only in fair demand and the price 
of barb wire from jobbers’ stock, Cincinnati, is 2.65c., and 
for wire nails, 1.80c. base. 

here is a very small call for poultry netting. The busi- 
ness in cutlery of all kinds, as well as in safety razors, is 
quite dull. 


What in some quarters is considered a forerunner of 
an excellent fall business is the fact that the country 
and suburban merchants are now carrying very small 
stocks. It is needless to point out that when these mer- 
chants begin placing their fall orders, if business condi- 
tions at all warrant it, their purchases will be above the 
average. The warehouse stocks of jobbers are also be- 
low the minimum. 

In spite of the lateness of the season and the comper- 
atively limited building operations in this vicinity there 
is a slight improvement in the demand for paints as well 
as for window glass. 

Galvanized sheets have eased off in price due to the reduc- 
tion in the cost of spelter and No. 28 lvanized sheets are 
now quoted around 3.65c. to 3.75c. Pitteburgh, basis. On the 
contrary, black sheets have stiffened considerably and to- 
day’s price is 1.90c. to 2c. Pittsburgh. The local jobbers 


quotation for No. 28 galvanized sheets in less than carload 
quantities is 4.50c. a Ib., Cincinnati. 


Roofing and sheet-metal contractors are all quite busy. 





Hardware Club of Cincinnati to 
Hold Social Meeting 


HE Hardware Club of Cincinnati will hold its 
quarterly meeting at the Cincinnati Zoo on 

the evening of Sept. 8. No business of impor- 
tance will be transacted as the meeting is scheduled 
to be purely a social affair. The ladies will be in- 


vited, and the entertainment committee has ar- 
ranged for a beefsteak dinner, which will be served 
in the clubhouse. 

The entertainment committee is composed of the 
following: Walter Reiman, J. C. Isham and E. J. 
Becker. Mr. Becker, who is secretary of the club, 
has requested that all members send in their accept- 
ances at as early a date as possible. 
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The Best Way to Sell the Best Hinges 


TANLEY’S Hinges in Boxes and Stan- 
ley’s Hinge Display Cards are the com- 
plete Stanley System which we are 

offering to progressive Hardware men. It 
makes the selling of Stanley’s Hinges a 
simple matter, avoiding all loss of time on 
the part of customers or clerks and pre- 
venting mistakes. 


These Hinge Displays are perfect full-sized repro- 
ductions in natural colors of the various sizes and 
styles of Stanley’s Strap and T-Hinges, Hinge Hasps 
and “Safety” Hasps. Each display consists of four 
stout cards hung on a steel support. These cards are 
hinged so that they can be swung from side to side 
and each card shown to the customer, permitting him 
to quickly pick out the hinge he wants. 


The clerk turns then to the adjoining shelves and 
selects the right box at a glance. Each box is plainly 
labeled and contains a pair of hinges with just the 
right number of screws of the proper size. The 
Stanley box is of the neat, strong, telescope pattern. 
We originated this style of package for Strap and 
T-Hinges and have used it for many years for our 
other lines of Shelf Hardware. 


The hinge displays serve exactly the purpose of a 
sample board, but occupy much less room. When 
not in use they can be swung back against the shelves 
out of the way. 


One of the big advantages of this Stanley System lies 
in the fact that you are handling Stanley’s Hinges, 
for sixty years the Standard of quality in the hard- 
ware and building trades. 


The average man will trade where he gets the 
best service. If your competitor carries hinges in 
boxes a customer will be detained there only a 
minute or two against the twelve minutes required 
at your store. It is to your advantage therefore 
not to waste the time of your customers. 


Write to Department “W” regarding this time- 
saving, money-making system of selling hinges. We 
will tell you how you can procure a set of these 
Hinge Displays free. 


Ask for supply of circulars, with your imprint, 
describing this system. They can be included with 
letters and invoices to your customers. 


When visiting the Panama-Pacific Exposition, you 
are invited to make your headquarters at the Stanley 
Booth, Block 26, Manufacturers’ Bldg. 


SEE PAGE 117 











New Clayton & Lambert 
Fire Pot 


The Clayton & Lambert Mfg. Com- 
pany, Detroit, Mich., has added to its 
extensive line of fire pots and torches 

















Clayton & Lambert No. 222 fire pot 


the No. 222 kerosene fire pot, which is 
illustrated herewith. 

The company claims that this new 
fire pot is of high quality and is very 
efficient. The burner has several new 
and improved features and generates 
maximum heat from kerosene, produc- 
ing perfect combustion and burning 
without odor and smoke. Air pressure 
is produced in the tank by means of a 
powerful compound pump. This air 
pressure can be instantly released 
when desired to extinguish the flame 
by means of an air-valve screw in the 
filler plug. 

A cleaning needle is supplied free 
of charge and can be used for cleaning 
any part that may become clogged 
from impurities in the fuel. The tank 
is made of seamless drawn steel, and 
all fittings are welded in, making it 
extra strong. 

The steel hood is removable and is 
large enough to take a pair of large- 
size soldering coppers. The company 
states that this style is designed espe- 
cially for tinners and roofers, for 
heating irons and melting babbitt 
metal, or solder, also for bending 
pipe. The Clayton & Lambert Mfg. 
Company has published a_ booklet 
“M,” which illustrates and describes 
a complete line of kerosene, gasoline 
and alcohol torches and fire pots. 


Shelton Tack Catalog 


The Shelton Company, Shelton, 
Conn., has issued a new catalog cov- 
ering its line of tacks, small nails, 
cobblers’ nails, etc., which it is send- 
ing to the trade. This catalog is fully 
illustrated and shows all the different 
age and gives the new list of June 

, 1914, on every style and size of 


i 
‘ 





tacks. The company states that the 
hardware trade will find this new 
catalog very convenient. 

Cobblers’ nails and other shoe-find- 
ing goods are in a section by them- 
selves, being fully illustrated and giv- 
ing new established list of net extras 
for various gages and for the differ- 
ent size packages. This catalog is 
bound in convenient form so that such 
portions as required may be inserted 
in price books. The company will be 
glad to send to the subscribers of 
HARDWARE AGE as many copies as de- 
sired. 


“Baldwin” Carbide Cap 
Lamp 


The John Simmons Company, 102- 
110 Centre Street, New York City, 
is marketing the “Baldwin” carbide 
cap lamp. This lamp is fitted with the 
“Baldwin” patented automatic water 
feed. The automatic regulation of the 
water makes hand regulation unneces- 
sary, and it is stated by the company 
that the flame is very steady and that 
the lamp gives an exceptionally strong 
light. Also, the carbide is not wasted 
through excess generation of gas. 

This type of lamp can be furnished 
with various equipments, such as 
hooks, reflectors, burners, etc. The 
lamp itself is priced at 90 cents and a 

















“Baldwin” carbide cap lamp 


sparker lighter and reflector sells for 
10 cents extra. Extra carbide con- 
tainers are listed at 10 cents each. 


Nonearbene Testimonial 
Booklet 


The Noncarbene Company, 1765 
Broadway, New York City, has pub- 
lished an attractive booklet featuring 
Noncarbene, a fluid which is claimed 
to prevent the formation of carbon in 
the cylinder of an automobile and to 
enable a motorist to get more miles 
per gallon from his gasoline. 

Besides treating Noncarbene, car- 
bureter adjustment, etc., the booklet 
gives a number of testimonials from 
satisfied users of this product. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 





“Lazeo” Electric Vacuum 
Cleaner 


The Lazarus Mfg. Company, 746 
Euclid Avenue, Cleveland, Ohio, has 
recently added to its line the “Lazco” 
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‘‘Lazco’”’ electric vacuum cieaner 


electric vacuum cleaner, which sells 
for $21.50. It is stated by the com- 
pany that this cleaner is very simple 
in design and construction, consisting 
of a two-piece arrangement so made 
that by the removal of two small 
screws the motor can be detached 
from the base, giving access to the 
fan housing. 

Another advantage is the tapered 
fan blade, which prevents ravelings, 
threads, papers and twine from stick- 
ing in the fan. Every part of this 
cleaner is made of the best material 
obtainable. 

The “Lazco” cleaner is made with a 
ground-steel shaft and _ phosphor- 
bronze bearings. The price includes 
15 ft. of reinforced wire. 


“Monogram” Catalog of 
Stoves and Ranges 


The Quincy Stove Mfg. Company, 
Quincy, IIl., has commenced the dis- 
tribution of the new “Monogram” 
catalog which lists both the “Mono- 
gram” and “Orinda” lines of stoves. 
At the beginning of the year the 
Quincy Stove Mfg. Company took 
over the business of the Orinda Stove 
& Mfg. Company, also of Quincy, IIL, 
and this new catalog illustrates and 
describes both lines. The “Mono- 
gram” catalog is of large size and is 
bound with an attractive colored 
cover. It is profusely illustrated with 
fine halftone engravings and contains 
specifications, shipping weight, list 
prices, etc. The new catalog contains 
forty-three pages. The “Ilinoy” heat- 
er, which burns everything combusti- 
ble, is also illustrated and described. 
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(Garage with swing doors. Car gow | out—door swings Car going out showing plenty of room on 
shut and bends fender, breaks head-light, breaks sides of car. No danger of door 
glass in door) injuring car) 


R-W Right Angle Door Outfit 





Which? 
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(Garage with No. 235 outfit. Doors opened on both sides. 
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Saves Repair Bills 


You can save your friends and customers money, in- 
sure safety first for them and lasting satisfaction by show- 
ing them the economy and greater convenience in equip- 
ping their garages with 


R-W Right Angle Garage Door Outfits 


Designed to use where, for lack of room, right angle doors are necessary. As 
shown above, track on side wall is set over track above the opening. This 
requires that the outer end hanger have an extra long pendant. Track over 
opening must be slotted part way through at point where pendant of rear hanger 
on door comes, when door is in closed position. Blue print showing erection 
details furnished with each order. 


For use on double doors, specify for each door one four-wheel hanger for outer: 


end and one two-wheel hanger for inner end (where doors meet at center 
of opening). 

For doors 134 to 2 inches thick use No. 31 trolley track; doors 2% to 3 inches 
thick, use No. 33 trolley track. 

Hanger wheels are grey iron, lathe turned. Ver- 
tical adjustment. Ball-bearing swivel pendant. 

Directions for Ordering—State following: First— 
Size of opening. Second—Distance between jamb and 
side wall. Third—Are doors single or double. Fourth 
—If double, do they slide right and left or both one 
way. Fifth—Distance door laps on jamb. Strth— 


Always send sketch of floor plan with above dimen- 
sions inserted. 













Four Wheel 


Hanger Short Send for your copy New No. Two Wheel 





Rj endant 12 Catalog. Also Garage Hanger 
angle Door Equipment Catalog. No. 235-3 
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“Armeo” Iron Fence-Posts 


The American Rolling Mill Com- 
pany, Middletown, Ohio, is manufac- 
turing the “Armco” iron fence-posts, 
which are claimed to be much superior 
to wooden fence-posts because they 
are not susceptible to the attacks of 
vermin and because they are easy to 
handle and install. 

The all-metal post illustrated here 
is made of Armco (American ingot) 
iron, which the company claims will 
not rust. The company states that 
this post offers great resistance to 
corrosion from the moisture of the 
earth with its acid and alkaline prop- 
erties. 

The torsional strength of the post is 
attributable to the lugs adjacent to 
the seam. By this arrangement the 
tubular form of the post loses none of 
its strength in that form because of 
unnecessary openings. These posts 
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One of the new “Armco” iron fence-posts 


may be used without a concrete base. 
The bases of the “Armco” posts are 
slotted, so that upon being driven into 
the ground their edges become flared 
and assume a bell shape. 


“Viko” Holly Catalog 


The Aluminum Sales & Mfg. Com- 
pany, Inc., North Capitol Avenue and 
Walnut Street, Indianapolis, Ind., has 
published a new holly catalog featur- 
ing the “Viko” line of aluminum ware. 
This catalog is No. 6, and illustrates 
the “Viko” line packed in holly boxes 
suitable for Christmas presents. Be- 
neath each illustration list prices are 
quoted and specifications given. 
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Steamer kettle, casserole and coffee pot placed upon the market by the Aluminum 
Sales 4 Mfg. Company, Inc. 


Steamer Kettle, Casserole 
and Coffee Pot 


Some additional products recently 
marketed by the Aluminum Sales & 
Mfg. Company Inc., North Capitol 
Avenue and Walnut Street, Indian- 
apolis, Ind., are shown in the accom- 
panying illustrations. These include 
a three-piece steamer kettle, a cas- 
serole and an aluminum coffee pot. 
The pail of the steamer kettle has a 
capacity of 8 qt. and it is made of 
heavy aluminum. The cover is un- 
usual inasmuch as it is also made of 
aluminum and fitted with a patent 
straining device and an especial at- 
tachment which fastens the cover se- 
curely to the pail, allowing the house- 
wife to drain off water from her 
potatoes, etc., without any fear of 
scalding her hands. 

The inset or steamer disc fits 
snugly into the pail as indicated. 
With this kettle the cheaper cuts of 
meat may be steamed or cooked in 
such a way that they are very palat- 
able. Only a small amount of heat is 
necessary to cook both. meat and 
vegetables at one time, and meats may 
be cooked below and such vegetables 
above, as corn, peas, beans, etc. 

The order may be reversed, cooking 
the meat above and the vegetables 
below, if desired. It is stated by the 
company that this kettle can be 
profitably retailed at from $2.50 to 
$3. 

The new coffee pot made in the 
straight side effect is stated by the 
company to be very attractive and the 
percolating device is simple yet effi- 
cient. The handles are of ebonoid and 
of the improved no-heat design. 


These coffee pots are stamped from 


heavy sheet aluminum. They are uni- 
form in thickness and hardness and 
are made in 1%, 2 and 3 qt. capacity. 

The casserole is made with a bright 
polished frame and a mottled gray 
oxidize finish. The pot or inset may 
be purchased in either bright polished 
finish or brown enamel, 


New Myers Circulars 


F. E. Myers & Bro., Ashland, Ohio, 
have recently sent out a circular-let- 
ter on fair and fall business to 40,000 
dealers throughout the United States. 
The letter is accompanied by a num- 
ber of circulars featuring Myers’ door 
hangers, Myers’ spray pumps, Myers’ 
pumps and Myers’ hay tools. 


Sedgwick Steel Frame 
Freight Elevators 
The Sedgwick Machine Works, 128 


Liberty Street, New York City, have 
recently begun marketing the Sedg- 


























Sedgwick steel frame freight elevator 


wick steel frame freight elevators, 
which are stated to meet the demand 
for a hand power elevator which will 
sell at a moderate price, and which is 
strong, durable, safe and easy of 
operation. 

The machine which is a part of this 
outfit is built on a steel frame, with 
steel tie rods and spacers, making a 
rigid, self-contained construction, 
keeping the bearings in line and the 
gears in proper mesh. This frame is 
claimed to be unbreakable. The 
framework also satisfies the munici- 
pal regulations which demand steel 
beams beneath the overhead gearing. 

The extra long, self-oiling bearings 
are of cast iron, lined with Babbitt 
metal. The drum shaft bearings are 
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New Prices 


Of) 


Forks, Hoes & Rakes 





HE new prices on forks, hoes and rakes— 


z 


List. 


lower than they have been for several years— 








are now shown in our new Catalog and Price 





If you have not yet received copies, write at once or 
ask your jobber. 


The reason for lower prices is found in the fact that 
this is an absolutely independent Company, doing, 
and well equipped to do, a large volume of business in 
a full line of steel and farm tools. 


The 


Pratt Chuck Company 
Fork, Hoe & Rake Division 


Frankfort, N. Y., U.S. A. 


Johnson Sales Co., Pittsburgh, Pa. 
Sales Agents 
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above the frame. The hand wheel 
shaft is located below the frame, thus 
minimizing the head room needed. The 
gears are accurately machined, being 
molded from the best quality of gray 
iron. They are accurately bored. All 
shafts are of the best cold-drawn 
steel accurate as to size, and they are 
stated to be amply strong for their 
load. 

The runs for both car and counter- 
weight are of hardwood. The best 
quality of Manila rope is used for the 
hand rope and brake line, and the 
cables are of the best Swedish iron. 
The counterweight is made up of sec- 
tions securely fastened together, and 
has the needed weight to properly 
overbalance the car. 

Each outfit furnished is complete 
as above described. The entire outfit 
is supported by the three posts behind 
the runs, so that it is extremely easy 
to erect. These outfits are shipped 
knocked down, thus saving the cus- 
tomer the cost of crating and at the 
same time securing low freight rates. 
Complete directions and drawings go 
with each shipment, showing how the 
outfit is assembled and erected. A 
list of lumber and hardware to be sup- 
plied by the purchaser is also fur- 
nished, so that any mechanic can in- 
stall the outfit. Sedgwick steel frame 
freight elevators are carried in stock 
for immediate delivery in the stock 
sizes listed in the company’s circular. 
These outfits are made in three sizes 
with capacities of 1000 lb., 1500 Ib. 
and 2000 lb. respectively. 


“Quick-Catch” Clips 


The Ironing-Board Clip Company, 
Station B, Cleveland, Ohio, is market- 
ing the “Quick-Catch” clips, which are 





“Quick Catch” clips in use 


made in two forms. These clips are 
intended for use in holding the covers 
on ironing-boards. The 25-cent set 
has six clips and these are to bé‘used 
on ordinary ironing-boards. |} With 
these clips the cover must be wide 
enough to fold over 4 or 5 in. on each 
side of the board. 

The “Junior Quick-Catch” clips are 
for use on regular boards, sleeve 
boards or tables. There are twelve 
clips in a set and their use enables 
one to use covers folding only 2 in. 
over the edge. With either style are 
screws enough to affix the clips to the 
board. The clips are fastened with 
the claws down and it is not neces- 
sary to force the claws into the board. 

To remove the cover it is lifted just 
enough to slip the cloth off the teeth 
and between the claw and the board. 
These clips are easily attached to 
ironing-boards, it being possible for 
any woman to put them on in a few 
minutes. Full directions for attach- 
ing the clips and for holding and re- 
moving the cover are included in every 
package. The clips are gun metal in 
color and each one of them is toothed 
at both ends. The teeth are shallow, 
so that there is no undue strain on 
the fabric. 


The “Brand” Vacuum 
Cleaner 


Hammacher, Schlemmer & Co., 
Fourth Avenue and Thirteenth Street, 
New York City, are placing upon the 
market the “Brand” vacuum cleaner, 
which is equipped with an excep- 
tionally strong and efficient bellows. 

Some of the advantages claimed for 
this cleaner are that it is absolutely 
sanitary and that it is of the simplest 
metal construction and that it cannot 

















New “Brand” vacuum cleaner 


clog with dust. There is nothing 
about the construction of the cleaner 
to get out of order and it is covered 
under a guarantee for a lifetime. The 
cleaner is easily operated and provides 
its own powerful vacuum. 

The price of the “Brand” vacuum 
cleaner is $7, and the company states 
that even though it sells at this low 
price, it may be compared favorably 


| with high priced electric cleaners. 
| Extra attachments for sweeping and 


also for cleaning upholstered furniture 
are available. 





Pocket Screw Driver 




















HESS & SON, 1033 Chestnut St., Philadelphia 





New display card for the Hess pocket 

screw driver brought out by Hess & Son, 

1031-1033 wv. Street, Philadelphia, 
a. 


THE W. H. SCHLEIT MrcG. COMPANY, 
Eastwodd, N. Y., has been ifitorpo- 
rated by C. E. Kashore, K: G. and 
Romeyn Warmuth, to manufacture 
stoves, special hardware, heating de- 
vices, etc., with a capital ‘stock of 
$200,900. 
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Penn Dealer Helps 


A. C. Penn, Inc, 100 Lafayette 
Street, New York City, has just pub- 
lished a little booklet for dealers, to 
distribute to their customer he 
dealer’s name and address is printed 
on these books. 

The book is written in an interest- 
ing style and is illustrated through- 
out with comic cartoons on razors and 
shaving, done by a well known artist. 
The front cover illustrates the intro- 
duction to the book, the introduction 
being devoted to the development of 
the safety razor, winding up, of 
course, with the Penn safety razor. 

This booklet is one of many dealer 
helps which A. C. Penn, Inc., is bring- 
ing out. Numerous other helps are 
ready, including window trims, signs, 
cards, easels and display cases, in ad- 
dition to booklets. 

The Penn organization has de- 
veloped the cartoon idea of illustra- 
tion very sucessfully in all of these 
helps, giving them uniformity as well 
as a very strong appeal. 


The “Branford” Vibrator 


The Malleable Iron Fittings Com- 
pany, Branford, Conn., has developed 
and is manufacturing the “Branford” 
vibrator. This vibrator is of all-steel 
construction. and all parts are hard- 
ened and lapped. The parts are in- 
terchangeable and can be taken apart 
for cleaning, and re-assembled without 
regard for placing the piston either 
end first or putting the attaching plug 
in either end. The vibrator requires 
no lubrication other than the oil in 
the compressed air, which originates 
in the compressor lubricating device. 
The company states that the hardened 














The “Branford” foundry vibrator 


surfaces are responsible for the small 
amount of lubrication needed. 

The company supplies regularly the 
flatted attaching end on its vibrator 
with a bolt hole for attaching it to 
pattern frames, plates, etc. This end 
will be made to suit individual re- 
quirements, however, at no extra cost. 

The company is also manufacturing 
a throttle which screws into the intake 
hole in the vibrator, enabling the air 
to be throttled directly at the vibrator. 
This will be furnished at a slightly 
higher cost than the regular plain 
elbow for these connections, which is 
usually furnished. 

The company states that it is plan- 
ning, and now has in its works, the 
patterns for a complete line of valves, 
comprising throttle elbows, knee 
valves, foot valves and hand blow 
valves for use in connection with the 
vibrator on molding machines of all 
types. It is expected by the company 
that it will be in a position to furnish 
this material to the trade within about 
thirty days. 

The “Branford” vibrators are made 
in sizes as follows: %, %, %, %, %, 
1, 1%, 1%, 1% and 2 in. The prices 
range from $2.25 to $12 each. 
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Regular sized tires of dif- 
ferent makes averaged 


only 7,000 miles in all! 











Thousands of miles still to be had after 10,138 Miles 
of Service! A typical example of DE LUXE 
MILEAGE on the big Pierce-Arrows operated by 
Spaulding & Spaulding of Buffale. 


GOODRICH 
” DE LUXE” 


WIRELESS 





Spaulding & Spaulding have tried all makes and all 
type of tires. They are now equipping their 17 trucks 
with DE LUXE tires—as rapidly as others wear 
out. DE LUXE tires are doubling their mileage. 


What do your tires average? Why not take advantage of 
the experience of big truck operators, such as Spaulding & 
Spaulding, and get correspondingly increased mileage? 


Investigate now—write for** Upsetting Mileage Tradition’ 


THE B. F. GOODRICH CO. 


Service World’s 
Stations and Branches in All Largest Rubber Factory 
Principal Cities Akron, io 
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NORTH WAYNE TOOL CO. 


Sales Office: 1408-9 Ford Bidg., DETROIT, MICH. 
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Wood, 


ITH the advent and continuance 
of the jitney has come a steady 
demand for necessary accessories such 
as oils, greases, gasoline, tires, tubes, 
tire repair material, etc. And, further- 
more, this demand is here to-day, will 
still be here to-morrow and will be 
here for a long time to come. Conse- 
quently someone is going to supply 
this demand, and the hardware man 
can get his share. 

There are hundreds of hardware 
men who are so situated that they 
have only to stock the goods in order 
to sell them, and the purpose of this 
article is to give them a few pointers, 
which may be of material assistance 
along these lines. For instance, there 
is a good chance in the center of a 
belt line, or at either end of a straight 
run. Conditions in. your town or city 
may show that your location is suit- 
able. Even if you think your location 
is not good, it might surprise you to 
find out that there are possibilities, so 
spend a little time looking the field 
over carefully. 

Ride with the drivers and be a bit 
inquisitive. Most of them are willing 
to answer any questions you may ask, 
and you will get plenty of useful in- 
formation. Here are a few questions, 


as leaders, from which you can think - 


up others to get data of value. 

What lubricating oil do you use? 

How much gasoline do you use per 
day? 

What tire do you prefer? 

What tubes do you buy? 

How much do you figure it costs for 
accessories per month? 

There are a good many other per- 
tinent inquiries which will yield good 
material, and it’s up to you to get all 
the information you can, for the more 
you get the better you will be able to 
size up the situation. 

The jitneys struck here in force 
hbout six months ago, and a young 
hardware man located in the center 
of a belt line decided that there was 
a good chance for him to get some 
of this trade. So he installed a side- 


walk gasoline pump and tank, put in 





Jitney Accessory Possibilities 


By LESTER M. WHITE 


one brand of lubricating oil and start- 
ed up. The first week he sold 1500 
gal. of gasoline and some of the lu- 
bricating oil, and began to get calls 
for numerous items in the accessory 
line. As he got calls he put in a small 
quantity of this and that until now 
he has a stock of salable accessories 
amounting to only two or three hun- 
dred dollars. Right from the start he 
has made enough money at a cent a 
gallon profit on gasoline alone, to 
practically pay his rent, and is turn- 
ing his accessory stock once a month. 
He now has a tire agency and sells a 
few tires, tubes, etc., along with the 
other accessories. 

He finds that this business is paying 
him well, for it is merely one depart- 
ment of his business, and that his 
turnover will increase about $12,000 
this year, if the following months hold 
up as well as the past. 

This young man had no experience 
along accessory lines but he found no 
trouble in handling these goods, for 
he has been careful, and gets his sup- 
ply from the local jobbers, which 
gives him a chance to turn his stock 
fast and leaves no opening for bad 
mistakes in buying a line with which 
he is unfamiliar. 

There are three other hardware men 
supplying this trade right here, and 
each is doing very well. What they 
can do other hardware men can do. 


“Malco” Battery Tail Light 


The Malton Specialty Company, 755 
Boylston Street, Boston, Mass., is 
marketing the “Malco” battery tail 

















The “Malco” battery tail light 
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Vallance & Leggatt, Ltd., Vancouver, B. C., Canada 


light, which operates on two ordi- 
nary dry batteries and which will 
give from 5 to 8 weeks’ service be- 
fore the renewal of the batteries be- 
comes necessary. 

The lamp fits on any number holder 
and the battery is attached to a wood- 
en sill behind the number plate by 
two screws, which are furnished with 
the tail light. Beside the ““Malco” bat- 
tery tail light, the company also man- 
ufactures the “Malco” lighting system 
for Ford cars and the “Malco” tail 
and speedometer lighting system. 

The “Malco” lighting system for 
Ford cars consists of an electric tail 
light, a speedometer light, wiring, 
electric bulbs and fittings. The com- 
pany states that the change in light- 
ing systems can be made in 20 min- 
utes with a pair of pliers, the only 
tools needed. The electric wires in 
this system are all concealed. 

The “Malco” tail and speedometer 
lighting system is operated from the 
excess electricity furnished by the 
Ford flywheel magneto. The tail light 
used with this system is the same as 
the one used with the other two sys- 
tems mentioned above. It is equipped 
with a genuine silver plated, remov- 
able reflector, and Ediswan socket, a 
2%-in. ruby rear lens and intensify- 
ing glass in the base, which protects 
it from dust and water. Owing to its 
size and elongated shape, the light will 
illuminate any size license plate. 


“Luxry” Shock Absorbers 
for Ford Cars 


The Ideal Machine & Tool Com- 
pany, 128-130 Opera Place, Cincin- 
nati, Ohio, is marketing the “Luxry” 
shock absorbers for Ford cars. These 
shock absorbers are guaranteed for a 
period of five years against breaking, 
wearing out or defects of any kind. 
They have two springs which are 
stated to give double strength and 
resiliency. 

Every part is made of the best ma- 
terial. The coil springs are of the 
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How We Protect the Porcelain 


Champions have an asbestos cushioned 
copper gasket (A in illustration) at the 
exact point where the porcelain insulator 
must take the terrific force of the hammer- 
like explosions in the cylinders. 
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Champion “O’’ Special 
\-inch, Price $1.00 
Special equipment for 
Overland cars 


This is why Champion Spark Plugs endure 
these heavy trip-hammer blows without 
breaking or even cracking. 
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It is one of the fundamental exclusive 
features back of Champion Reliability. 
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49% of all American-made: gasoline 
motors for every purpose are equipped at the 
factory with Champion Spark Plugs. 


Champion Conical %- This fact, in itself, is responsible for a 
18 Long, Price $1.00 . ‘ . . . 
Specially designed =f Heavy Champion demand. — Experienced 
for Buick motors © = motorists seldom fail to be guided by the ex- 
@ = pert opinion expressed by automobile engi- 


neers in this manner. 





Our extensive national advertising cam- 
paign is continually increasing the market 
for Champions. Are you taking advantage 
of this? F 


Follow the example of most of the success- 
ful dealers. Make your spark plug line ex- 
clusively Champion. 


Our Profit Sharing Agreement 


Dealers who did not secure our profit-sharing 
contract for all of 1915 should not fail to get one 
effective for the last six months of the year. See 
your jobber’s salesman or write direct to us. 


Champion One-Piece j : : 

—ae. oF Champion Spark Plug Company 
Pen “ Lge 1714 Upton Ave. Toledo, Ohio 
and stationary engines f 
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finest grade oil-tempered spring steel 
and the other parts are of superior 
tool steel and ductile steel. It is 
stated that the “Luxry” shock ab- 
sorber takes up and neutralizes the 
shock and vibrations before they 




















The “Luary” shock absorber 


reach the’frame of the car, thus not 
only absorbing but preventing shocks 
and jars. They are stated to be sen- 
sitive and yielding at the slightest 
weight, yet resilient and buoyant un- 
der heavy load. The company further 
states that, by neutralizing the vibra- 
tion and giving resiliency to the car, 
these shock absorbers prevent a ma- 
jority of engine troubles, which are 
caused principally by the destructive 
jolting and jouncing of the car. 

The oscillating link connection per- 
mits of resiliency both sideways and 
up and down. An advantage claimed 
for these shock absorbers is that if a 
spring breaks the “Luxry” shock ab- 
sorber catches the weight of the car 
like a cushion and supports it, pre- 
venting any damage. 


Team Work for Distributors 


of “Garlands” 


An interesting and instructive book, 
entitled, “Team Work for Distributors 
of Garlands,” has _recently been 
issued by the Michigan Stove Com- 
pany, Detroit, Mich. As told by the 
foreword, “This book contains the 
best of the experiences and methods 
of hundreds of successful salesmen 
of the go-get-’em variety. One and 
all they have made good and are well 
along the road to success—they have 
the knack—the know-how.” 

The book deals in an interesting 
manner with the necessary co-opera- 
tion between manufacturers and deal- 
ers, which is an essential to the suc- 
cessful marketing of a product. It is 
well illustrated and printed, bound 
with a cardboard cover and contains 


108 pages. 


THE WALTER BROTHERS COMPANY, 
3367 Third Avenue, New York City, 
has been incorporated with a capital 
of $5,000, to conduct a wholesale busi- 
ness in mechanics’ tools, factory, con- 
tractors’, engineers and iron workers’ 
supplies and heavy hardware. The 
incorporators are Edward W. Wass- 
man, H. Walter and L. F. Walter, Jr. 





The “Blitz” Spark Plug 


The Randall-Faichney Company, Ja- 
maica Plain Station, Boston, Mass., is 
manufacturing the “Blitz” spark 
plugs, the 1915 model of which is 
shown in the accompanying illustra- 
tion. These plugs are standardized, 
being especially constructed to with- 
stand strains, etc. The mica founda- 
tions of these plugs are completely 
covered with a porcelain shell which 
protects the mica from oil. An outer 
jacket is placed over all to furnish 
added protection. 

The “Blitz” spark plugs may be 
taken apart with an ordinary wrench 
for cleaning the insulating surfaces. 
The entire porcelain, electrode bolt 
and bushing assembly can be removed 
from the shell as a unit. The 1%-in. 
hexagonal shell is standard size and 
therefore adapted to standard socket 
spark plug wrenches. 

The small-sized center electrode 
carries only a small amount of heat 
to the porcelain. The company states 
that it facilitates adjustment, intensi- 
fies the spark and is not liable to dam- 
age. The two grounded electrodes are 
so formed that in motors where the 
plugs are in a vertical position, oil 
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The 1915 model “Blitz” spark plug 


accumulating on the electrodes tends 
to draw away from the spark gaps. 
Their new form makes them easy to 
adjust. 

The new A. C. top nut is made in 
one piece, in combination with the 
plain top nut. It is of larger size and 
is therefore less liable to become lost. 
If the terminal should break off from 
the cable this nut can be used as a 
plain nut to hold the stranded wire 
and form a temporary repair. 

These spark plugs retail at $1. Each 
one is packed in an individual metal 
box, which insures against injury 
when carried in the tool box of a mo- 
tor car. They are made in all sizes, 
for domestic and foreign cars. The 
%-in. size is especially adapted for 
use on Ford cars. 


THE BUFFALO BoLT ComMPANy, Buf- 
falo, N. Y., has increased its capital 
stock from $500,000 to $1,000,000. 
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Agner “Simplex” Socket 
Wrench 


The Raymond C. Agner Company, 
Burlington, Wis., is marketing the 
Agner “Simplex” socket wrench, 
which is a general utility tool par- 




















The Agner “Simplex” socket wrench 


ticularly designed for automobile use. 
The company claims this wrench to 
be efficient, durable, and effective. It 
may be used on all kinds of ma- 
chinery, automobiles, motorcycles, 
motor boats, and aeroplanes. 

This tool is adjustable to fit square 
or hexagonal nuts, taps, and bolts, 
ranging from 5/16 in. to 1% in. in 
size. It also fits all sizes and makes 
of spark plugs, and it is adaptable 
for use as a hand vise in making 
small repairs. The company states 
that with this tool hot spark plugs 
may be removed from a motor easily 
and quickly, and also that they may 
be cleaned and adjusted when hot 
without any danger of burning the 
hands. 


Stow Bulletin Number 400 


The Stow. Mfg. Co., Binghamton, 
N. Y., is sending out its new bulletin 
No. 400, which illustrates and de- 
scribes the Stow line of portable 
tools, which are furnished in both 
belt and motor-driven models. Sev- 
eral of the company’s designs are of 
the suspended type, thus enabling 
them to be placed in positions where 
they will take up little room and will 
not be cumbersome, although they are 
always within arms reach of the oper- 
ator. Besides showing the tools them- 
selves, this bulletin also illustrates 
some of the ways in which they are 
used. 


J. Wiss & Sons Company, Newark, 
N. J., manufacturer of scissors, tin- 
ners’ snips, pruning shears, cutlery, 
etc., is preparing plans for a large 
addition to its present factory on Lit- 
tleton Avenue. This addition will 
consist of a four-story and basement 
extension 50 ft. by 75 ft., which will 
give them an additional floor space of 
18,750 sq. ft., and make it possible to 
greatly increase the output of their 
solid steel department. 














September 2, 1915 HARDWARE AGE 


107° 





‘ge 








2 








SRESUIRE MENT SUNEPI S BURGH 
wo “aie 


4 






BMD ULL WU 2 COW TTT ss rage. mee Rg 


) 


+ lll 


4 — 1 = +? . ° = * * 7 a 

mo | BCT MAUR Shade FIRST AVE | 
ee sf a =o es 
be . ? _— BD =m ae 





Somers, Fitler & Todd Co. of Pittsburg 
own two Autocars. Mr.W.T. Todd says: 


‘‘In placing our order for our second Autocar 
truck, we desire to congratulate your Company 
on the stability of your product. 

Being located in the heart of the business sec- 
tion of our city (within a few squares of the various 
railroad stations) we use our trucks principally 
for making deliveries of material to the outskirts 
of the city. Since we installed our first Autocar 
some three years ago, we find we have largely in- 
creased our business in the outer districts, from 
the fact that we are able to give our customers 
much better service at a less cost to our company. 

Our upkeep and repairs have been considerably 
under our expectations.”’ 


Write to Dept. G for catalog and lst of 
over 2600 concerns that are using Autocars. 


Chassis $1650 
THE AUTOCAR COMPANY, ARDMORE, PA. 


(ESTABLISHED 1897) 


MOTOR DELIVERY CAR SPECIALISTS 
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‘‘Overtone” Cord-Operated 


Horns 


The Overholt Company, Galesburg, 
Ill., is manufacturing two cord oper- 
ated horns, besides the plunger types, 

















“Overtone” cord-operated' horns, made by 
The Overholt Company, Galesburg, Ill. 


which were recently placed on the 
market. These horns which were pat- 
ented on Feb. 16, 1915, are operated 
by pulling a cord located in the rear 
of the horn. They are made in mod- 
els adopted for Ford cars and other 
automobiles. The standard straight 
bracket model, which is shown at the 
top of the accompanying illustration, 
is finished in black enamel only, and 
sells for $2.50. 

The “Overtone” cord-operated horn 
for model T Ford cars is the same as 
the regular “Overtone” cord-operated 
horn, the only difference being in a 
special bracket made to fit the side of 
the model T Ford car. The company 
states that this arm can be attached 
in one minute. It fits the left hand 
side of the car on the wind shield bolt. 
The cord may be tied back to the top 
iron where it is readily accessible. 
Like the other model of the “Over- 
tone” cord-operated horn, the model 
adopted for Ford cars is made in 
black enamel finish only, selling at the 
same price. 


THE JONES & HOPKINS MFG. Com- 
PANY and the Smith, Herrin & Baird 
Mfg. Company, two of Nashville’s, 
Tenn., leading jobbers and manufac- 
turers of stoves, tinware, queensware 
and housefurnishings, have consoli- 
dated. Business will be continued un- 
der the name of the Jones & Hopkins 
Mfg. Company, and the same lines 
will be handled as previously carried 
by both concerns. The offices and dis- 
play rooms of the consolidated com- 
panies will be at the present location 
of the Smith, Herrin & Baird Mfg. 
Company. 


THE COLORADO TIRE & LEATHER Co., 
Denver, Col., manufacturer of “Dura- 
ble Treads” for automobile tires, is 
building a two-story addition to its 
plant that will double the present 
capacity—making a total of 95,608 sq. 
ft. of floor space. 








“Simplex” Jacks 


Templeton, Kenly & Co., Ltd., 1020 
South Central Avenue, Chicago, IIL, 
are distributing to the trade a cir- 
cular featuring the “Simplex” jacks 
which are made for steam and electric 
railroads, industries, automobiles, 
telephones and ordnance purposes. 
The catalog is well illustrated and 
printed and contains illustrations 
showing how the jacks may be used 
for moving or setting machinery, lift- 
ing or straightening telephone or 
trolley poles, pulling steps, extricat- 
ing motor trucks or moving wreckage 
from trucks, etc. 

Many other uses are also depicted. 
This bulletin catalog, besides describ- 
ing each one of the jacks, quotes their 
list prices. 


Marvel Adjustable Socket 
Wrench 


The Marvel Accessories Mfg. Co., 
West Sixth Street, corner Lakeside 
Avenue, Cleveland, Ohio, is manufac- 
turing the Marvel adjustable socket 
wrench, which is a complete set of 
sockets in one tool. Any size socket 
desired may be had by simply turning 
a nut, the same as in using an ordi- 
nary monkey wrench. 

The Marvel adjustable socket 
wrench retails at $3, and the company 
states that it will greatly facilitate 





The Marvel adjustable socket wrench 


gripping worn nuts which are located 
in inaccessible places or an odd size 
nut, for which there is no socket ob- 
tainable. 

The company claims that this 
wrench grips like a vise and will 
operate on mutilated, rounded or odd 
sized nuts. It is made from drop- 
forged tool steel and is stated to be 
exceptionally strong. This tool con- 
sists of only three parts. With these 
wrenches the company supplies a dis- 
play stand to facilitate dealers’ sales. 


THE SAFE-TEE NOVELTY COMPANY, 
1038 Fifth Avenue, New York City, 
has been incorporated, and will enter 
the hardware field, marketing a ven- 
tilating window lock. 


THE CLEVELAND WIRE SPRING Com- 
PANY, Cleveland, Ohio, will enlarge 
its plant by the addition of another 
story to one of its buildings, increas- 
ing its floor space about 45,000 sq. ft. 


Hardware Age 


Hayes Folding Water 
Bucket 


F. C. Hayes, Altamont, Albany 
County, N. Y., is the manufacturer of 
the Hayes folding water bucket, 

















The Hayes folding water bucket 


which is stated to be a convenient and 
practical means of supplying water to 
the radiator of a motor car. The 
bucket folds and unfolds instantly, 
and it can be carried under the front 
cushion or in the door pocket, where 
it is always available for use. 

This bucket can also be used as a 
fish or game bag by fastening a strap 
or small rope in the loops on the side 
of the bucket. When folded the 
bucket measures 3% by 10 by % in. 
These buckets retail at 75 cents each. 


THE COLUMBUS BOLT WorKs Com- 
PANY, Columbus, Ohio, has been or- 
ganized with an authorized capital of 
$660,000, to take over the business of 
the Columbus Bolt Works. The in- 
corporators of the new company are 
J. R. Poste, J. H. Poste, W. F. Bur- 
dell, Beale E. Poste and S. H. Bar- 
rett. Its officers are J. R. Poste, pres- 
ident, treasurer and general manager; 
J. H. Poste, vice-president; C. A. 
Fleming, assistant treasurer, and H. 
A. Mason, secretary. Under the re- 
organization the control of the com- 
pany passes into the hands of J. R. 
Poste, who was formerly secretary 
and general manager. The company 
will continue to manufacture bolts, 
nuts and automatic and carriage drop 
forgings of every description. 


THE RICHARDSON BALL BEARING 
SKATE COMPANY, Chicago, IIl., has 
acquired and taken over the entire 
business of the Van Doren Mfg. Com- 
pany (also of Chicago), pertaining to 
the manufacture of the Van Doren 
steel fishing rods. The company 
states that it is prepared to make 
prompt shipments of all orders and 
to handle the business previously con- 
ducted by the Van Doren Mfg. Com- 
pany in a way which will meet with 
the approval of its customers. 


THE L. A. SAYRE COMPANY, New- 
ark, N. J., successor to L. A. Sayre 
& Son, manufacturers of hardware 
specialties, has been incorporated by 
H. C. Sayre, president, I. B. Sayre, 
vice-president, and F. D. Hyer, treas- 
urer. 
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Buy Shot Guns Quickly 


stopped making single guns al- 
together. 


We are turning out Iver 
Johnson Champion ‘. 
Single Barrel Shot 
Guns at our usu- 
al speed—which 
means working 
day and night. 


















Weare not making war goods. 





To sum up: it looks as if 
there would be a big short- 
age on single guns. If 
you get in an order at 
once on Iver Johnson 
Champions it will be 
filled. If you waste 

time trying to get 


But it is reported 
that other factories 
are not producing 
single guns in same 













with orders for war 
goods. It is reported 
that one big factory has 


IVER JOHNSON’S ARMS & CYCLE WORKS, Fitchburg, Mass. 


99 Chambers St., New York 717 Market St., San Francisco 


Therefore — buy 
Iver Johnson Cham- 
pions quickly. 

























quantities as formerly. some other gun € « 
This is because other you may get left Py 
factories are jammed altogether. 
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A Catalog of Hardware Knowledge 


Extra large pages showing numerous illustrations, with complete selling descriptions and prices 
on more than 83,000 items. 


Pricing System Simple, Accurate and Reliable 


We have a catalog for every dealer handling hardware. It will assist him in ordering by mail 
and selling special goods not carried in stock, thereby increasing his sales, reducing his invest- 
ment and increasing his profits. 
If you do not receive your copy 














